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MINNEAPOLIS MILLING CO, 


MINNEAPOLIS, MINN. 


904-908 FLOUR EXCHANGE 
PHONE ATLANTIC 0146 


OUR WISCONSIN REPRESENTATIVES 
WILL GLADLY SERVE YOU 


W. H. MANN, Oconto, Wis. 
©. E. ROOTH, Minneapolis, Minn. 


L. D. CRANE, Chippewa Falls, Wis. 
J. S. DOUSMAN, Fond du Lac, Wis. 
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Grinds with 
Less Trouble 


Long-wearing undercut plates; S. 
K. F. Ball Bearings, General Elec- 
tric Motors; plates changed with- 
out losing grinding adjustment— 
these are features of the 


Munson Attrition Mill 


We have in stock the right size for your 
plant. Write for details. 


‘Use SUPERIOR D. P. CUPS for Greater Capacity 


By changing only your cups you can increase your elevator ca- 
pacity 20%. The Superior D. P. Cups hold more, can be placed 
closer on the belt than other cups and discharge perfectly. Large 
stocks carried in Minneapolis. 


he Strong-Scott Mfg Co. 


Minneapolis Minn. Great Falls Mont. 
In Canada: The Strong-Scott Mfg.Co.Ltd Winnipeg StoT) 


ROEDTERT SERVICE is now available through- 

out the Middle West and to all points East. Froedtert 
Elevators have a total capacity of 4,500,000 bushels. 
When you are next in the market for corn, oats, barley, 
rye, wheat or malt sprouts---call Froedtert for samples 
and quotations. You'll like Froedtert Service. —-~ 


FROEDTERT GRAIN & MALTING Co. 
MILWAUKEE—CHICAGO—MINNEAPOLIS 


Operating Elevators at 
MILWAUKEE, MINNEAPOLIS, WINONA, SEALERS CARL. 
RED WING and CHICAGO BROADWAY 5600, MILWAUKEE 
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BUY THE BEST 


Woodworth l F d 


MINNEAPOLIS, MINN. 
““The Old Reliable 16% Feed’’ 


and Full Line Arcady 


Wonder Feeds 


Money MADE BY 


ARCADY FARMS MILLING 
Lowest COMPANY 


Prices CHICAGO, ILL. 
* n EAST ST. LOUIS NORTH KANSAS CITY 
Consistent with 
™—~> SOLD BY ALL GOOD DEALERS <-—« 
Good 
Service 
—_ 


LLaree_Warehouse 
Facilities And 
Complete Stocks 


Enable Us To 
Excell In 


Prompt Shipment 
Of All Grades Of 


Sterling Poultry Feeds 


A COMPLETE LINE OF 


Miu Feeds MIXED GRAIN FEEDS 
Either Staight or and 
GUARANTEED-TO-SATISFY MASHES 
Mixed Cars 
also 
MIXED CARS 
Take advantage of the large Containing any of the standard mill feeds-- 
-g sagen E. S. Woodworth bran, middlings, rolled oats, oil meal, etc., 
as well as oyster shell, animal protein 
petent men in every depart- products, dairy feed, etc. 
ment on the Chamber of Com- 


. nea Write, wire, phone for quotations on requirements 
merce trading floor, intimate of any size. 
association with mills both local 


and outside of Minneapolis, no 
King & Co. 


firm can serve you better. 
We would be pleased FEEDS AND SEEDS 
to SERVE YOU. MINNEAPOLIS, MINN. 
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Busy Dealers Feeding School Is 


Interesting Session 


Professors Morrison And Halpin Lecture On Rations And Poultry 
Honest Advice To Farmers Is Suggested As Helpful To Business 


T seemed like school days again 
l for feed dealers when they assem- 

bled Wednesday morning, July 13, 
at the Central Retail Feed Associa- 
tion’s second annual convention at the 
Plankinton Hotel, and attended the 
Busy Dealers’ Feeding School, con- 
ducted by Professors F. B. Morrison 
and J. G. Halpin, of the University 
of Wisconsin. 

This feature of the convention was 
one of the liveliest sessions held. Over 
100 dealers attended the classes, and 
what a group of brilliant and enthus- 
iastic students they were! Professors 
Morrison and Halpin after their lec- 
tures were showered with questions, 
and the session became so interesting 
that it overlapped the lunch hour. 

Wouldn’t Sell Knowledge 

“It cost me $10 to ioin the asso- 
ciation, and $15 to get here, but you 
couldn’t buy what I have learned here 
this morning for $25,” said one dealer, 
when he rose at the close of the feed- 
ing school and expressed his appre- 
ciation. 

Professor Morrison revealed several 
important points about feeds and feed- 
ing, and the relationship between the 
farmer and the feed dealer in his open- 
ing lecture. He told the class,that the 
dealer ought to be in a position to see 
that he can advise the farmer intelli- 
gently if the farmer has not made 
enough of a study of his own business. 

Confidence Needed 

“Establish confidence with your cus- 
tomers,” Professor Morrison said. 
“The feed dealer should see to it that 
the farmer gets the feed he ought to 
use rather than that on which the feed 
dealer makes the most commission, so 
that the farmer feels that he is not be- 
ing robbed. The feed dealer should 


sell not only feed but service as well, 
if he is to stand the keen competition 
in the field.” 

A way of determining what kind of 
feed a farmer needs was explained by 
Professor Morrison. 

“The thing to realize,’ he pointed 
out, “is that the most important mat- 
ter in determining what kind of feed 
the farmer needs to buy is the kind 
of roughage he has on his farm. If 
he is fortunate enough to have alfalfa 
hay, he needs an entirely different con- 
centrated mixture of feeds than he 
would if his roughage were of poorer 
quality.” 

Explained Protein Mixtures 

“The value of protein supplements 
is determined not so much by the 
quantity fed, as by the combination 
of proteins to balance the difference 
in the quality of protein and animo 
acids. There are from eighteen to 
twenty-one different animo acids in 
proteins, each one having a different 
effect in combination with proteins 
from other sources.” 

He further explained that one half 
of corn protein is made up of a sub- 
stance called zein which imparts the 
yellow color to the corn, and that zein 
was not complete enough as a protein 
to sustain life of stock which is kept 
in enclosures. Each grain is low in 
some animo acids, and therefore mix- 
ing is necessary to get the right pro- 
tein qualities. 

Quality May Differ 

He also stated that the quality of 
protein is not as important in feeding 
cattle as in feeding swine and poultry. 
Cattle can balance their protein re- 
quirements in the roughage which they 
eat, while hogs and chickens consume 
scarcely any roughage. 


THE FEED BAC—AUGUST, 1927 


Only 23 per cent of corn proteins, 60 
per cent of skim milk proteins:and 17 
per cent of-linseed meal, when any of 
these feeds are fed alone, are convert- 
ible to body use, according to Profes- 
sor Morrison. Combining any of the 
two or all three, not only serves to add 
to the percentage convertible, but they 
react to make a higher percentage of 
each available. Thus a higher sum 
total is created when all the individual 
protein values are added. 

Discusses Vitamins 

Professor Morrison urged dealers to 
become familiar with the vitamins in 
feed, their purposes, in what feeds they 
are found, and the results which can 
be obtained by including feeds that 
contain them in the ration. 

Mineral feeds should not be over- 
looked in the importance of feeding, 
according to Professor. Morrison. Cat- 
tle deficient in this element are low 
in milk production, and in extreme 
cases may die. Alfalfa hay, and salt 
were suggested by him as good min- 
eral feeds, and he said that cows 
should always be given the benefit of 
the doubt and fed bone meal or ground 
limestone for the sake of safety, even 
if they are receiving large quantities of 
alfalfa hay. 

Bulletins for Dealers 

Obtaining bulletins from the State 
Department of Agriculture and read- 
ing them was suggested as a way to 
become acquainted with feeds and 
feeding. “All taxpayers are entitled 
to receive these bulletins,” he said. 

Following Professor Morrison’s lec- 
ture and a live discussion which was 
created by the questions asked by 
dealers, Professor Halpin took the 
class and concentrated on the feeding 
of poultry. He told dealers that a 
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thorough knowledge of the peculiar 
problems of poultry would help them 
in their business. 

Hens Need Minerals 

“Poultry,” he said, “is especially dif- 
ferent in a few cases from other ani- 
mals. One of the very important poul- 
try problems is the absence of minerals 
in laying hens. By feeding hens on a 
ration made up entirely of grain and 
grain by-products you cannot be posi- 
tive that their mineral requirements are 
satisfied. Mineral supplements, there- 
fore, have a definite place in hens’ ra- 
tions. 

“The hen in making the egg has un- 
usually high requirements for lime. 
You will have to see that the bulk of 
it is furnished with additional egg shell 
material. One of the things that a 
feed dealer should always have on hand 
is a sufficient supply of oyster shell, 
high-grade limestone, and bone meal. 
I would be sure to have them there so 
that I could encourage all my custom- 
ers to constantly keep these feeds or 


some other supplement in front of 
their birds.” 
Vitamin D Important 

Professor Halpin also told the class 
to advise their customers to supply 
their poultry with Vitamin “D”, an 
element which makes, possible the as- 
similation of minerals in the body. 
Sunlight or its equivalent in cod liver 
oil will supply this necessary element, 
according to Professor Halpin. How- 
ever, he discouraged the use of cod 
liver oil and suggested that dealers 
should encourage their customers to 
get all the vitamin “D” possible by 
opening windows. 

Suggests Sunlight 

“Supplementing vitamin “D” to hens 
in the form of cod liver oil is not 
worth while with poor birds,” he said. 
“There must be proper breeding and 
proper rearing behind the birds for 
them to lay a large number of eggs, 
and cod liver oil is only an aid in 
bringing out the inherent qualities of 
the bird. The feed dealers should en- 
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Attention 


SHIP TO 


CAMPBELL 


Commission Merchant 


GRAIN and SEEDS 


MILWAUKEE, WISCONSIN 


Authorized Successor to 


RUNKEL & DADMUN 


RESULTS DETERMINE 


BLUE RIBBON 


PROTEIN 164%, FAT 6% 


Production. 


will keep Dairy Cows in con- 


GET OUR CONTRACT 


courage their- customers to get all the 
vitamin “D” possible by opening win- 
dows and letting in the sunshine for 
that is the cheapest way to obtain it.” 

Too much mineral will retard the 
development of chicks, according to 
Mr. Halpin. He cited experiments 
which were, tried at the University of 
Wisconsin, and suggested that about 
15 per cent of the ration should be 
mineral. 
Ask Many Questions 

Following his lecture, fully a half 
hour was passed in discussion on vari- 
cus phases of poultry feeding. Deal- 
ers were ready with many questions, 
and Professor Halpin was indeed a 
busy teacher, answering them. 

The lunch hour had already passed 
when the discussions ended. President 
D. W. McKercher dismissed the class, 
and school was out. 


CENTRAL VALLEY CO-OPER- 
ATIVE Shipping Association, Apple- 


ton, Wis., has done $14,000 worth of . 


business since January 1, 1927. Flour, 
feed, fence posts, drainage tile, binder 
twine, and salt are sold by the firm. 


A. A. BERGERON is building a 
new elevator at Rice Lake, Wis. The 
structure is to be 45 ft. wide, 56 feet 
long and approximately 70 feet high. 
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Second Annual Convention Is 
Acclaimed Success 


Central Retail Feed Association Shows Vigor At Close Of First Year 
J. L. Kleckner, Neillsville, Wis., Succeeds McKercher As President 


By David K. Steenbergh 


LL persons who attended the 
A second annual convention of 

the Central Retail Feed Asso- 
ciation at the Plankinton Hotel, Mil- 
waukee, July 12 and 13, acclaimed it 
a remarkable success. Over 250 deal- 
ers and allied trade representatives 
were present and the two days of the 
event were replete with instructive fea- 
tures and entertainments. The attend- 
ance was kept busy working or play- 
ing during every minute of the con- 
vention. 

Officers Elected 

J! L. Kleckner, of the Kleckner Ele- 
- vator Co., Neillsville, Wis., was elected 
president of the association to succeed 
D. W. McKercher; George A. Schle- 
gel, of the Athens Co-operative Ex- 
change, Athens, Wis., was elected 
vice-president; and James H. Vint, of 
the Farmers’ Co-operative Elevator 
Co., Union Grove, Wis., was chosen 
treasurer. Mr. McKercher was elected 
to the board of directors for aj three- 
year term, and M. A. Joshel, of M. 
A. Joshel & Brothers, Geneva, IIl., 
director for one year, was elected to 
complete the unexpired two-year term 
of B. L. Jones, of the Sage-Fifield 
Lumber Co., Delavan,Wis., who recent- 
ly resigned. F. Kern, of the Sparta 
Produce Exch., Sparta, Wis., the 
third member of the board, re- 
tains office for another year. 


Welcomes Dealers 


W. A. Hottensen, president of 
the Milwaukee Chamber of Com- 
merce, gave the feed dealers at- 
tending a hearty welcome at the 
opening session Tuesday morn- 
ing. 

“The job assigned to me this 
morning,” he said, “is a pleasant 
one—to bid you welcome and to 
give you a cordial word of greet- 
ing upon coming together in 
your annual meeting here in 


the case. We hadn’t any idea that you 
were going to grow so fast and be- 
come such a’ vigorous youngster in so 
short a time. But you have, and you 


are to be congratulated for your ef- 
forts.” 


J. L. Kieckner, New President. 


Mr. Hottensen spoke of the need of 
an organization like the Central Re- 
tail Feed Association, and said that it 
filled a place that was vacant before 
and that it answered a real and defi- 


Milwaukee. 

“We want you to come over 
to the Chamber of Commerce 
so that we can welcome you there. 


We want you to feel at home 
there, as we have a feeling of 
responsibility for you. I recall 


that this promising young organiza- 
tion was born over there in our direc- 
tors room—Dr. Steenbergh having 


Left to right, David K. Steenbergh, Secretary; D. W. Mc- 
Kercher, ex-president and newly elected director; James 
H, Vint, treasurer; and M. A. Joshel, director. 


nite need. He said that the association 
had become a real factor whose influ- 
ence was felt in the feed trade through- 
out this section of the country. 
President McKercher reviewed the 
work of the organization during the 
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year, and predicted a successful fu- 
ture. 
Secretary Reads Report 

The secretary's report was read by 
David K. Steenbergh. He also re- 
ported on the finances of the associa- 
tion in substitution for Bentley Dad- 
mun, treasurer, who was unable to at- 
tend the convention. The association 
shows a remarkably sound financial 
basis at the close, of its first year, ac- 
cording to the financial statement read 
by Mr. Steenbergh. 

Committees Appointed 

Following the reading of reports, 
committees were appointed for audit- 
ing, nominating of officers, and draw- 
ing up of resolutions. Frank Kern, 
Sparta Produce Exchange, Sparta, 
Wis., and H. E. Pagel, of the Pagel 
Milling Co., Stevens Point, Wis., were 
chosen on the auditing committee; 
Don Mihills, of the National Food Co., 
Fond du Lac, Wis., and Frank W. 
Liethen, of the E. Liethen Graini Co., 
Appleton, Wis., were named on the 
nomination committee; and H. H. 
Humphrey, of the Northern Milling 
Co., Wausau, Wis., and John A. Beck- 
er, of William A. Becker Co., Mon- 
roe, Wis., were appointed as the com- 
mittee on resolutions. 

A business meeting was con- 
ducted during the first afternoon 
session, and matters of business 
routine were dispensed with. 


Ad Expert Talks 

Jack Carr, Milwaukee, adver- 
tising expert, spoke to the deal- 
ers following the business ses- 
sion on “Selling the Farmer by 
Mail’. Speaking of the advan- 
tages of direct mail advertising, 
he said: 

“Personal solicitation is the 
best form of selling yet devised. 
Next to the personal call comes 
the letter. In some respects the 
letter has advantages. It will 
find its way into places where 
salesmen fear to tread. The 


letter does not waste time for an in- 


terview. It does not pile up stagger- 
ing expense accounts. Through the 
medium of mail you can make thou- 
sands of calls in a single day at an 
average cost of six to eight cents per 


call.” (Continued on Page Seventeen) 
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Resolutions Adopted At Convention 


HE following resolutions were 
read and adopted by the resolu- 
tions committee at the second 


annual convention of the Central Re- 
tail Feed Association during the after- 


noon session, July 13: 
“WHEREAS: Several individuals 
and organizations have _ contributed 


generously of money, time and talent 
to the program and entertainment of 
this convention. THEREFORE BE 
IT RESOLVED: That we extend our 
appreciation to the Milwaukee Cham- 
ber of Commerce for the banquet and 
entertainment furnished our members 
and ladies, to the Milwaukee Associa- 


tion of Commerce for their assistance 
in registration, to Mrs. John Jouno, for 
so splendidly directing the entertain- 
ment for the ladies, to the speakers of 
the convention, Jack Carr, Harry J. 
Colman, Charles Quinn, Professors F. 
B. Morrison and J. G. Halpin, of the 
University of Wisconsin, and Don S. 
Montgomery. 


“WHEREAS: The grim hand of 
death has taken from our midst our 
loyal friend and fellow member, R. 
E. York, pioneer miller and feed mer- 
chant, of Portage, Wis., a man who 
attained success in his business, and 


“And Then 


again at a profit. 


And so small is the profit on 
way for him to come out whole on 


How to make the many sales? 
There’s the rub. 


job in his own way. 


“Buy good goods—and then se/I ’ 


CHAPIN & 


327 South La 


effort. Once used, they bring in 


are: 
F 


The feed merchart’s only use for the feed he buys is to sell it 


Make many sales—and many little pantie. 


No two feed merchants use like methods. 


Yet the permanently successful retail feed business almost in- 
variably owes its success to two fundamental causes: 


1. The handling of one or more brands of ready-mixed feed, 
made by an established, dependable manufacturer. 


2. The application of persistent, intelligent selling effort on 
the part of owner and his employees. 


More briefly expressed by one of Chicago’ s merchant princes: 


Many retail feed merchants are energetic in selling—poor feeds. 
Many handle good feeds, but are lacking in selling aggressiveness. 


Where a good feed is backed by good salesmanship, a pro- 
fitable feed business almost invariably results. 


Chicago, III. 


Unicorn Feeds increase your sales-volume with least selling- 


Unicorn Dairy Ration—Poultry Feeds—Pig Meal—Horse 


Sell “Em” 


each sale that there is only one 
the year’s business— 


Each goes at the 


em. 


COMPANY 


Salle Street 


repeat customers. These feeds 
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through devoted service and_ high 
ideals, contributed much to his com- 
munity as a citizen and through his 
friendly manner and genial personality 
won a host of friends wno deeply 
mourn his losss THEREFORE, BE 
IT RESOLVED: That we, the mem- 
bers of the Central Retail Feed <As- 
sociation, in convention assembled, 
pause in a moment of silent reflection 
in tribute to his memory, and_ that 
we extend our sincere condolences to 
the members of his family. BE IT 
FURTHER RESOLVED: That we 
cause this resolution to be spread on 
the minutes of this meeting and that 
a copy be sent to the members of his 
family. 


“WHEREAS: The success of the 
past year’s activities of the Central Re- 
tail Feed Association and of this 
splendid convention are very largely 
due to‘ the faithful services of our of- 
ficers and particularly to the untiring 
efforts of our president and secretary. 
THEREFORE BE IT RESOLVED: 
That a rising vote of appreciation be 
given to our president, D. W. Mc- 
Kercher, and our secretary, David K. 
Steenbergh, for services thus well 
rendered. 


“RESOLVED, by the Central Re- 
tail Feed Associatjon, in convention as- 
sembled at Milwaukee, Wisconsin, on 
July 12 and 13, that Henry L. Goe- 
mann, chairman of the transportation 
committee of the Grain Dealers’ Na- 
tional Association, be requested to op- 
pose the adoption of the scale toler- 
ance rule of the American Railway 
Association carriers, as per their dock- 
ets. Furthermore, that he propose 
that the deduction of % of 1 per cent 
of the shipping weight be the only 
basis to be used for the adjustment 
of freight charges, which deduction 
fully covers scale tolerances. Any 
cther shrinkages must be considered 
the liability of the carriers.” 


W. A. DEGNER has opened a new 
feed business at Hollandale, Minn. 


C. W. GILLAM, St. Paul, Minn., 
state securities commissioner, has sold 
his grain elevator in this city to the 
Co-operative Elevator Company. Mr. 
Gillam operated the elevator for 40 
years before he was appointed to the 
office of commissioner. 


J. W. HILLIARD, Brainard, Minn., 


has bought an interest in the Red 
Cloud Milling Co., Red Cloud, Neb. 
The mill has been operated by S. D. 
Smith for the past two years. 


ANOTHER The Feed Bag is two years old 
HAPPY BIRTHDAY with this issue. It has passed its 
second milestone of progress. It 
is still young, but like all good children it has grown. It 
has increased in volume of advertising and editorial matter. 
It has made itself better acquainted with the trade with 
each issue, and has increased its service to the dealer—the 
most important cog in the great wheel of the feed industry. 
We have guided our literary child of two to cut a clean 
swath with one objective in view—the service of the feed 
dealer. 

The Feed Bag in its very first issue contained two edi- 
torials. One of them urged the dealers to form an organi- 
zation, the other advocated the changing from a credit to 
a cash basis of doing business. Today, on its second birth- 
day, it sees both of these things accomplished. 

Frequently since The Feed Bag was born, notices reach 
us telling that dealers are changing from a credit to a cash 
basis. It elates us, and makes us feel that our literary 
child is giving an account of itself out in the field. 

The Feed Bag has continually surrendered its heart and 
soul to the promotion, organization, and unity of the Cen- 
tral Retail Feed Association. Today this organization is 
strong, healthy, and growing. In this endeavor, too, The 
Feed Bag has been successful. 

We feel an inward thrill as we lay our child on the 
press this issue. We are proud of it and we hope that 
dealers, too, take pride in it and welcome it every month, 
and especially this copy on its second birthday. 

Next August it will be three years old. We want it 
to be three times as big, accomplish three times as much, 
and be thrice as serviceable. 

We will always place SERVICE TO DEALERS fore- 
most. We will keep it hewing to a straight line, never devi- 
ating from its course as “The Dealers’ Paper of the Feed 
Industry”. 

If we can see it bigger and better at the close of each 
year, still adhering to this policy, we will celebrate with 
great joy as we have done this month—a happy birthday. 


WERE YOU THERE, 
MR. DEALER? 


The second annual convention of 
the Central Retail Feed Associa- 
tion didn’t need to pat itself on 
the back. Others did. 

“T spent $10 to join the association and $if to get here, 
but you could never buy what I have learned here for $25. 
I wouldn’t sell it.” 

That’s the way one feed dealer put it, when he rose to 
express his views following the feeding school session con- 
ducted by Professors Morriscn and Halpin of the University 
of Wisconsin. And that is just about the way everyone 
else felt about it. 

Now, that’s a compliment to the Central Retail Feed 
Association, and a doubly significant one because the orga- 
nization is only a child—one year old. Over 200 dealers and 
allied trade representatives attended—a good turnout and a 
lively crowd. They heard many new ideas expressed. They 
learned new sales angles, listened to experts express their 
views on the feed industry. They went to a feeding school. 
They were inspired and entertained. The second annual 
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convention was, indeed, a 100 per cent success. 
Were you there? If not, here is an opportune time to 
resolve never to miss another convention. 


The officers spent weeks making preparations for the 
event. Considerable expense was incurred in obtaining 
speakers and making arrangements. The officers certainly 
did their part! Although the attendance was good, a larger 
crowd could have taken advantage of the event and the ac- 
commodations which were prepared. 

The next annual convention will be the third, Mr. Cen- 
tral Dealer. Let’s make it surpass our recent successful 
gathering. Resolve now to attend next year’s convention 
and every one thereafter. It’s worth while. 


SOMETHING TO Enlightening facts about the feed in- 
THINK ABOUT industry were revealed in the playlet 
put on at the recent Central Retail 
Feed Association convention by Forest Secor, Milwaukee, 
and Mark and Colby Porter, dealers at Fox Lake, Wis. 
The farmers’ annual feed bill, according to the statistics 
presented in the play and compiled from the United States 
census of 1920 is $1,097,463,000. This expenditure is for 
feed which is not raised on the farmers’ own land. The 
annual production of automobiles represents a total of $1,- 
326,268,000; and the cotton industry, $1,278,221,000. 


The feed industry is the third largest in the world! 

Here is a fact in which a feed dealer should take pride. 
You are engaged in the third largest industry in the world. 
The business in this industry exceeds a billion dollars each 
year. Put this feather in your hat and tell your friends. 

But meanwhile, don’t get overconfident. The feed busi- 
ness takes a prominent place among American industries. 
But it still has room to increase. 

A second chart showing that dealers were not getting 
all of the business possible out of their territories was pre- 
sented. An average section of a southern Wisconsin county 
was pointed out as an example. The feed dealer was placed 
in the center of a square with his territory reaching out four 
miles each way. This allowed him 64 square miles in which 
to do business. 

According to the United States census of 1920 this sec- 
tion contained 563 farms with the following business possi- 
bilities for commercial feed sales: 

1,689 horses @ 400 Ibs. per year 
675 steers @ 300 Ibs. per year 


337 tons of feed 
101 tons of feed 


2,815 cows @ 1.5 tons per year... 4,222 tons of feed 

1,238 hogs @ 300 Ibs. per year... 185 tons of feed 

51,908 chickens @ 70 Ibs. per year............ 1,816 tons of feed 


Have you ever analyzed your territory? If you live in 
a section similar to the one quoted above, you have possi- 
bilities of selling 333 cars of feed each year, a fine volume 
of business. How’ many carloads did you sell last year? 
Here’s an idea for you. Get busy soon and check up on 
your territory. Get a close up view of it, and find out if 
you are getting the business you are entitled to, or if you 
have been content to merely sell the farmers who came to 
your store. The business is there and you can get it! 
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Sifted For Feed Dealer 


If some accounts that ran were en- 
tered in a cross-country race, they’d 
break all endurance records. 


* 
FORESIGHT 
Wife: “I'll talk to you when you’re 
sober.” 


Feed Dealer: “But, Mary, yoush 
won’t be intereshted in me when I’m 
that old.” 

* 

No matter how many times you 
take a woman’s word, she will still 
have plenty of them left. 

* 
MEMORIES 

Salesman (observing two crepe- 
decked portraits in feed dealer’s of- 
fice): ‘““‘Who’re the relatives, Joe?” 

Feed Dealer: “Cash customers.” 

* 

In order to make a financial home 

run, you’ve got to make the circuit 


around the cash basis. 
* *k * 


Some girls smoke because they're 
old flames. 


THIS MONTH’S SLOW GUNS 

Bare hooks catch no fish. 

Broad minded men have wide in- 
comes. 

It’s a good policy to appreciate that 
farmers buy from you but a bad one 
to give them credit for it. 

Even water will flow up hill if there 
is push back of it. 

* * 


MIXED FEED 
Joe Marks, a city workingman, 
Thought it would do no harm 
If he left town for several years 
And settled on a farm. 


Unto the calves, he fed egg mash, 
And when they died they laid; 

The chickens, full of mule feed, reared 
And stamped their feet and brayed. 


He nearly left, but he’s still there, 
A dealer came in need, 
He solved the vexing problem, 
By prescribing a mixed feed. 

*x* * * 


This is one time of the year when 


a farmer can tell his cows and the feed 
dealer to go to grass. 
* 
REVERSED 
The young man of other days told 
his sweetheart to “watch his smoke”. 
Now he sits on the davenport and 
watches her smoke. 
* 
CAUTIOUS 
Farmer: “How would you tell a bad 
egg?” 
Feed Dealer: “To tell it, I think I'd 


break it real gently.” 
* 


RETAIL FEED 
Guaranteed to retail any cat, 
dog or calf losing tail in mower, 
sickle or closed door or other- 
wise. 
“Good Till the Last Wag.” 
Look over your livestock to 
day and see if they need retail- 
ing. 
RETAIL FEED WILL DO IT 
ISSA FAIK 
Feed and: Nourishment 
Toonerville, Wis. 


BARNSTABLE & SCHAPER 
FLOUR & FEED CO., Pana, IIl., has 
moved to 120 East Second street. 


Call: Broadway 


g 


Buffalo. 


ARGILL 
ORN 


Fresh Shelled Corn 


other grains. 


nd 


BEAUTIFUL QUALITY 


3416 for prices when in the market for Corn, Oats and all 


Milwaukee 


CARGILL GRAIN COMPANY. 


MILWAUKEE, WISCONSIN 


Keeping Step With Public Demand 


Receivers and Shippers at Milwaukee, 
Minneapolis, Duluth, Green Bay and 


FFERS 
ATS 


We are equipped to serve you effi- 
ciently from our new Elevator “E” with 1,500,000 
bushels capacity at Milwaukee or from Cargill Ele- 
vators at Minneapolis, Minn., Superior, Wis., and 
Green Bay, Wis. 


Operating elevators with a total stor- 
age capacity of 10,000,000 bushels at 
well located centers. 
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Play Makes Dealers Laugh And 


Learn Serious Things 


“Sam Sackrider” Finds Self And Not His Business To Blame 
Interesting Analysis Of Trade Territory Shown On Chart 


EALERS learned a few serious 
D things as they laughed at the 

closing session of the Central 
Retail Feed Association’s convéntion 
held at the Plankinton Hotel, Milwau- 
kee, when Forest Secor, Milwaukee, 
and Mark and Col- 


petition was crowding him out of 
breath, that business was absolutely 
dead, that customers didn’t appreciate 
the service which he gave them, and 
that his advertising didn’t do a bit of 
good. 


“T’ve got an idea, Sam. I’m with an 
appraisal company down where I work, 
and I have to go out and appraise the 
value of property. Ill tell you what 
I'll do. I’m going out into the coun- 
try tomorrow to see some friends and 
while I’m out there 


by Porter, feed I am going to find 
dealers, at Fox out what your 
Lake, Wis, enter- ANALYSIS OF SAM SACKRIDER’S trade territory is 


tained in a two-act 
play, having a plot 
built around the 
feed business. 

The trio put over 


TRADE TERRITORY 


the acts in an im- A 


pressive way, and dq 
while they kept the = 
dealers laughing, 


drove home a score 


4 Mites 


of facts and ideas, 
among 


8 MiLes 


them 
changing to a cash 


563 Farms 


64 Square Miles 


really worth.” 
“Oh, but 
mind wasting your 
time on a thing like 
that. You came 
here for a vacation, 
Bill,” replied Sam. 
But Bill insisted. 
“Oh, well, if you 
want to do it bad- 
ly,” finally agreed 
Sam, “go ahead, 
but you'll find that 


never 


basis, reading of this territory isn’t 
trade magazines, worth a_ nickel.” 
joining associa- Bill came back to 
tions, and attend- the feed store sev- 
ing _ conventions, Business Possibilities In This Territory eral days later, His 
of 1689 Horses @ 400 lbs. per year... 337 tons feed hat 
erritory, getti on his head, an 
into the field for 675 Steers @ 300 Ibs. per year.................-------- 101 tons feed he brimmed with 
new business, re- 2815 Cows @ 1.5 tons per year................-...---....---.: 4222 tons feed information. 
gaining old custom- 1238 Hogs @ 300 lbs. per year............................... 185 tons feed Sam sat down in 
ers, and making 51908 Chickens @ 70 lbs. per year... 1816 tons feed a chair beside him 
friends with com- and listened. 
aes. TOTAL TONS PER YEAR, 6661 TONS FEED | _ Pill unfolded a 
Mark Porter was 333 CARS few cold facts. 
cast as Sam Sack- Over at Brown's, 


rider, a down-in- 


the-mouth dealer, who groaned under 
pessimistic views of his trade terri- 
tory which he believed was absolutely 
hopeless for new business, and did not 
appreciate the service he was giving. 

Colby played the part of Dave, an 
assistant to Sam Sackrider, who had 
also learned from his senior partner 
te look at the cloudy side of the busi- 
ness. 

Mr. Secor impersonated an old 
friend, Bill, who had left the little town 
and had become an agent for an ap- 
praisal company in a large city, and 
who dropped in to see the Sackriders 
while enjoying his vacation in the old 
home town. 

Business Disgusts Sam 

As the play progressed, Sam Sack- 
rider began to pour out his business 
grief to Bill. He wailed that com- 


“Tl tell you, Bill,” Sam said, hope- 
lessly, “you did a darned good thing 
when you left this old town. Why, 
there ain’t nothin’ here at all. It’s ab- 
solutely dead.” 

Meantime, Dave had been sent home 
to revise the mailing list for advertis- 
ing, by going through the pages of the 
old telephone book. 

“Well, I'll do as you say,” Dave re- 
plied, when ordered to go ahead on 
the job, “but I don’t think it’s gonna 
do any good. They don’t read our ad- 
vertising anyway.” 

Sam Sackrider and Bill talked. The 
disgusted feed dealer found fault with 
his territory, his business, and_ his 
customers. 

Bill listened, nodding and assenting 
to Sam’s complaints. After a long 
silence, he spoke. 
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Sam’s former cus- 
tomers who had suddenly ceased buy- 
ing, Bill discovered the reason. Dave 
had carelessly poured feed into the 
wrong bin, and when he was _ told 
about it, replied with a sour answer. 

Sam was startled. He had never 
dreamed why Brown’s quit him. He 
had just accepted their dropping him 
as the usual occurrence for his gloomy 
business territory. 

Bill unyeiled more facts. Three of 
Sam’s former customers were buying 
at car door prices from his competi- 
tor. 

Didn’t Advertise 

Sam gasped. 

“Buyin’ from him at the car door. 
Well, I'll be darned, and here I could 
do the same thing for ’em and save 
’em miles o’ travel. That shows you 
hew much they appreciate their home 
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town dealer.” 

“Yes, but you never told them about 
this service,” argued Bill. “Your com- 
petitor sent them advertising on this 
service, and he called on them per- 
sonally. Why didn’t you do it?” 

A half hour more elapsed, and Bill 
still unfolded the business ills that 
needed curing. He lectured to Sam, 
and accused him of the things he had 
neglected. He told him that his fam- 
ily wanted the comforts of life, and 
that the boy was getting ready to go 
to college. That was the last straw. 
Sam was converted. He wrung Bill’s 
hand. 


Sam Turns New Leaf 


“Next year when you come back 
here, you’re gonna see a_ different 


store. Bill, I guess you’re right, the 
trouble isn’t in my territory at all, it’s 
just me.” 

The play concluded with the exhib- 
iting of charts showing that the feed 
industry was the third largest in the 
world. Mr. Secor, still posing as Bill, 
and addressing Sam Sackrider, pointed 
out that farmers spend $1,097,463,000 
for feed annually. Automobiles and 
cottor only are larger industries than 
the feed business. 


Shows Interesting Charts 
Then Bill unrolled a chart showing 
an analysis of Sam’s trade territory, 
which extended on all sides from the 
town with a radius of four miles, and 
contained 64 square miles, with 563 
farms. Computing the feed consumed 


Ever Since 


to use it. 


was placed on the market, in 
1880, it has catered especially 
to Family Trade in territory 
adjacent to the Mill. Our best 
trade is where flour is best ap- 
preciated. BIG JO is not a 
popular priced Brand. It is 
popular only because of its 
superiority, not price. It is 
high priced, but it is economy 


BIG O SELLS BEST BECAUSE 
J IT IS BEST. <——« 


MADE BY 


WABASHA ROLLER MILL 
COMPANY 


WABASHA, MINNESOTA 


by horses, steers, cows, hogs, and 
chickens he showed that the business 
possibilities allowed a sale of 6,661 
tons of feed or 333 cars. Sam had 
sold only 13. 

Figures used by Mr. Secor in the 
trade territory analysis adopted for use 
in the play were obtained from the 
U. S. census of 1920, and were typical 
of an average rural section in southern 
Wisconsin. 

Applause loud and long greeted the 
trio of actors as the play ended. This 
feature concluded the sessions of the 
convention. 


HERMAN F. FRANKE, of the 
Franke Grain Co., and Walter L. Tem- 
pleton, of the Quaker Oats Co., have 
been elected to membership in the Mil- 
waukee Chamber of Commerce. 


OFFICIALS of the Hetzel Milling 
Co., Delavan, Wis., recently conferred 
with J. W. McCulloch, milling engi- 
neer of the Anglo-American Milling 
Coe., Owensboro, Ky., in regard to 
equipment for the new Hetzel mill 
which is in the process of construction. 
The old building was destroyed by 
fire several months ago. 


The Dairy Cow 


Requires Rich, 
Milk-making 
Feeds 

Our Western Alfalfa 
Meal is a depend- 
able healthful dairy 
feed. Uniform in 
texture and color. 


Contains no excess 
moisture. 


Alfalfa Meal 


May be fed without 
waste. Contributes 
value to the ration 


—and Cows 
like it. 


Write or Wire Us For Quotations 


The Denver Alfalfa 
Milling & Products Co. 


Pierde Bidg., 
ST. LOUIS, MO. 


LAMAR, COLO. 
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Short Course In 


Retail Feed 


Merchandising Proposed 


Plan Suggested By Central Retail Feed Association Is Approved 
To Co-operate With University In Planning Annual Feeding School 


SHORT course in merchandis- 
A ing for retail feed merchants 
in co-operation with the de- 
partments of economics and agricul- 
ture at the University otf Wisconsin, 


Madison, Wis., was proposed at the 


second annual convention of the Cen- 
tral Retail Feed Association, and plans 
are now being formulated to bring it 
to a reality. Conferences between the 
officers of the association and the uni- 
versity authorities will soon be held 
for the purposes of devising a course 
which will offer the best practices of 
merchandising feed and which will 
cover the feeding of animals. 
Dealers Interested 

Many of the dealers were interested 
in the feeding class given at the con- 
vention and were urgent in their re- 
quests for a plan which would give 
them a more complete knowledge of 
the various ways in which to solve 
their feeding problems. Professors 
Morrison and Halpin were successful 
in putting their ideas across, and all 


the dealers who attended the class left 
the convention strongly favoring a 
feeding course. 

The plan is similar to the short 
course in lumber merchandising which 
has been given annually for the last 
two years at Antioch College, Yellow 
Springs, Ohio. The problems pre- 
sented to the two fields in merchan- 
dising are alike in almost all respects. 
The course at Antioch has been in- 
valuable to the lumber merchants, and 
has helped them daily in their work. 

Will Help Business 

It is quite probable that the pro- 
posed feeding course will help the feed 
merchants just as much. They have 
long felt the need of giving! their pa- 
trons the benefit of everything that 
is new and at the same time practi- 
cal, and the feeding course each year 
will simplify this task. Being acquaint- 
ed with the various ways in which to 
handle the many problems which come 
up daily, the dealers can easily -relay 
this information on to their patrons. 


Professor Halpin spoke favorably of 
the proposition and is willing to do 
all he can in helping to get the course 
started. He thinks that everyone 
would be benefited by it, especially the 
feed dealers. He believes that in the 
future the feed dealer is going to have 
to know more about feeds and feeding 
and that a week’s study of it each 
year would help to keep them in the 
middle of the road. He thinks it will 
prevent the practice now in vogue of 
the patrons spending money for ma- 
terials that are not practical. He says 
that the more progressive feed deal- 
ers are studying the business, and that 
everyone can co-operate to good ad- 
vantage. 


The idea was originated by the Cen- 
tral Retail Feed Association, which is 
doing its utmost to get the course 
started. It is a pioneer venture in the 
feed industry, and the co-operation of 


everyone is needed to make it success- 
ful. 


Personal Grist From The Convention Mill 


If a prize had been offered to the 
strongest dealer at the convention, 
we'd have bet our last breath for J. M. 
Hull, of Markesan, Wis. Big, good- 
natured, burly fellow is Mr. Hull, and 
we'll wager he could toss a barrel of 
salt over a double wagon box, and fling 
bags of feed about his place like so 
many fragments. Mr. Hull was 
pleased with the convention, and to 
prove it, he wrote out a check for $10 
and joined the Central Retail Feed 
Association on a cash basis. His son, 
Gordon, also attended the convention. 


A. G. Accola, Prairie du Sac, Wis., 
told us of the old landmark which his 
mill represents. In fact, its history 
dates so far back that Mr. Accola can 
remember the days it was already 
called old when, as a boy, he dipped 
his bare feet in the mill pond. And 
he is now well into the sixties. Mr. 
Accola manages the Prairie du Sac 
Feed and Coal Co. This is the first 
convention of the Central Retail Feed 
Association which he has attended. He 
assured us that he liked it very much, 
and that he would be back next year. 


E. S. Baker, of Baker and Peck, 
Janesville, Wis., was somewhat rest- 
less at the convention, for he was to 
leave shortly after it was all over to 
enjoy his vacation in northern Wiscon- 
sin. He’s going to forget about busi- 
ness troubles for a few weeks, and 
will attempt to sell feed to the big 
muskies stirring up mud on the bottom 
of a lake. Janesville will be waiting 
for a proof of his ability. Mr. Baker 
says that he will never miss a con- 
vention of the Central Retail Feed As- 
sociation. 

“I’m for it 100 per cent,” he assures. 


Many feed dealers attending the 
convention will remember the Porter 
boys of Fox Lake, Wis. They are 
heart and soul for the feed industry 
and for the association, and they also 
contributed their share by taking part 
in the little playlet which was suc- 
cessfully put over on the last after- 
noon of the convention. Colby was 
“Dave” in the play, and Mark repre- 
sented “Sam Sackrider”. And here’s 
more proof that they are 100 per cent 
Central Retail Feed Association deal- 
ers. 


THE FEED BAG—AUGUST, 1927 


On July 14, the day after the con- 
vention, they began business on a cash 
basis. 


Joe Free, Columbus, Wis., was 
conspicuously absent at the. con- 
vention, and his dealer friends were 
mystified until the arrival of the fol- 
lowing telegram: “SORRY CANNOT 
BE PRESENT AT CONVENTION. 
i WISH TO ALL PRESENT A 
JOYFUL GOOD TIME AND SUC- 
CESS FOR PROGRESS AND AD- 
VANCEMENT OF OUR ASSOCIA- 
TION. 

JOE FREE.” 

Thanks, fulfilled your 
wishes. 


Joe, we 


A big man for a big job on a big 
association. This is a fitting title for 
the new president of the Central Re- 
tail Feed Association, J. L. Kleckner, 
of the Kleckner Elevator Co., Neills- 
ville, Wis. After the association had 
selected him as the tallest member, 
they undoubtedly believed he was big 
enough for the job of president, and 
they elected him. Congratulations, Mr. 
Kleckner. 


Page Thirteen 


§ 
4 
| 
¢ 
4 
i 


Here’s a much more 


profitable way 


to buy your flour and feed 


New Gold Medal ‘‘Mixed-Car’’ Plan enables you to 
handle your business on one-third as much capital 


You can instantly see why it’s 
more profitable to buy your flour 
and feeds the Gold Medal way. 
Instead of ordering three car- 
loads to fill your requirements of 
mill feeds, manufactured feeds, 
and flour, you order only one car- 
load at a time. m 


Only a third as much capital is 
needed and yet you secure an ab- 
solutely complete line of quality 
flour and feeds. 


You not only do business with 
less capital, but you treble your 


stock turnover; your stocks are 
always fresh; you require less 
warehouse space; your invento- 
ries are smaller, and you are han- 
dling a brand of goods that will 
more than satisfy your most par- 
ticular customers. 


Dealers everywhere tell us that 
the Go!d Medal! line was always 
an easy, profitable line to sell— 
now they tell us it is also an 
easier, more profitable line to buy. 
They are enthusiastic about this 
new ‘“‘Mixed-Car”’ Plan. 


WASHBURN'S ) 
GOLD MEDAL 


GUARANTEED 


Gold Medal 
Flour--the fastest selling flour 
in the United States. 


Remember, that back of Gold 
Medal Products are continuous, 
ever-increasing national advertis- 
ing, and the reputation of the 
world’s largest millers. Back of 
every Gold Medal product is a 
real, money-back guarantee. Back 
of Gold Medal dealers is a mer- 
chandising plan that moves the 
goods. 


That’s why we believe it will pay 
you to secure complete details of 
the new Gold Medal ‘‘Mixed-Car’”’ 
Plan. See our salesman now, or 
write direct to us. 


There are 65 Gold Medal ‘‘Tested’’ Feeds—a 


feed for every feeding purpose. Special feeds, 
mashes and rations for poultry, dairy cows, 
hogs, meat animals and live stock in general. 


Here’s How You Make 
More Money 


Gold Medal Three-In-One Service gives 
you the opportunity of stocking IN 
ONE CAR the most complete line of 
quality flour and feeds ever offered. 


UNDER THE OLD System You Invested 


1 Car Manufactured Feeds...... $1,200 
700 


(Approximately) $3,500 


Under the Gold Medal Plan You Will Invest 


Manufactured Feeds..... 


$1,175 


Total 


(Approximately) 


Washburn Crosby Company, Dept. B-1, Minneapolis, Minn., Kansas City, Mo. 


MEDAL 


POULTRY FEEDS, MASHES ano DAIRY RATIONS 
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Wisconsin Feed Dealers Prosper In 
Cool Lake Shore Region 


Need Extra Coal To Do Business But Find It’s Worth While 
Enjoy Large Patronage From Fertile Districts Along Shore 


do business in the lake shore 
region of Wisconsin, but it’s 
worth the overhead. 

In mid-June, this season, elevator 
managers and flour and feed owners 
were compelled to keep flames licking 
against the sides of the little 
office stove, and often after 
waiting on a customer, rubbed | 
their hands in the 
glow above it to take out the 
chill. Lake Michigan heeds ' 
not sun or season when it is | 
assisted by a damp _ east 
wind, and it keeps the lake 
shore dealer handling the 
coal scuttle long after the in- 
land brother has tucked it 
away for the summer. 

No Business Chills 

But incidentally, because 
nature provides the chills, 
poor business does not. Feed 
dealers in this water cooled 
section of the state enjoy the 
trade of active, prosperous 
farmers who keep large herds 
of dairy cattle and other farm live- 
stock. 

Old mills there are in the lake shore 
region, and they will always be re- 
membered as landmarks of the various 
communities, but they are up to the 
minute in modern business methods 
now. Water wheels are silent. Dams 
are crumbling. In their stead, heavily 
wired electric lines bring a new and 
silent means of power. The press of 
a button sets steel burrs in motion 
instantly. In other mills steam re- 
leased from huge boilers makes the 
wheels go round. From an dbsolute 
necessity in days of old, the mill pond 
has become a picturesque setting, and 
it is no longer necessary to find a 
swiftly-moving stream to start a mill. 


| Cres dealers need extra coal to 


Flour Mills Disappearing 

A scanty few of the lake shore re- 
gion mills continue to grind flour. The 
farm trade has changed its methods. 
Grain raised on the farms is fed back 
to the dairy herd and marketed as 
milk. A great majority of the farm- 
ers do not raise enough to go around. 


By Emil J. Blacsky 


Of THE FEED BAG Editorial Staff 


Hence, they are in the market for 
commercial feeds and flour which is 
milled in the wheat belt. 

The modern feed dealer has changed 
his methods to conform. He _ has 
ceased to operate his mill for, making 
fiour. Instead he grinds the grain 


Arndt Bros. elevator, Sheboygan, Wis., one of the many. 
thriving establishments in the lake shore region. 


to be fed to livestock. He keeps his 
mill floors heaped high with many 
brands of flour shipped from the West, 
and stocks heavily on commercial 
feeds. Doing this he has moved wise- 
ly, and despite the extra coal which 
he chucks into the stove to tone down 
the raw chills of Lake Michigan, the 
lake shore region is a lucrative section 
in which to own a flour and feed busi- 
ness. 


Frank Schumacher a Veteran 

Port Washington is one of those 
cities right next to the lake breezes. 
Here two persons have staked their 
investments in the flour and feed busi- 
ness. Frank Schumacher’s grain ele- 
vator, flour and feed store and mill 
combined, is perched on the gradual 
decline, sinking into the heart of the 
town near the Northwestern railroad 
tracks. 

Mr. Schumacher started in the pio- 
neer days but altered his plans and his 
place to keep abreast with the sur- 
rounding community. He’s been at it 
42 years and is now 81 years old, but 
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can kick the hat off the top story of 
any man of his size in spite of that. 
Mr. Schumacher’s sons, Frank and 
Thomas, take care of the business, but 
their father objects to sitting at home 
in an easy chair, and is as regular at 
the old stand as he was in the days 
of his thirties. 

Makes Own Electricity 

On the other side of the 
tracks, and a block inward 
from the main highway, tow- 
ers the mill owned by Arthur 
Aggen. He is installing a 
new 22-inch grinder and a 
ton mixer. Mr. Aggan is as- 
_ sisted by his son in managing 
‘the place, and is now en- 
gaged in his 24th year of 
B business. The mill is modern 
in every corner, with electric 
power produced by the Ag- 
gen’s own plant. The new 
s machinery which the firm is 
installing will make it. still 
more up-to-the-minute. 

At Cedar Grove, the Farm- 
ers’ Co-operative Exchange 


supplies the flour and feed wants of 
the community. Here’s a wide-awake 
little village, and likely got its 
name from the cedars which once 
ciustered about it. G. H. Kreunen 
is manager of the exchange. The 
firm handles feed, coal, seed and 


grain. Before the farmers bought the 
business it was run for 14 years by 
Kruenen Bros., and the present mana- 
ger is one of the original partners. The 
elevator came into co-operative owner- 
ship last September. Buildings are 
well constructed and ample room is 
provided to transact business and 
store the stock. A neat office is set 
apart from the elevator and_ store- 
house. 
Pushes Commercial Feeds 

Oostburg, a town within reach of 
the lake’s coolness, has one elevator. 
It is owned by the Oostburg Lumber 
and Grain Co., and Dave Westerbeke 
is manager. The company formerly 
ran a flour mill, but has abandoned it 
and is row grinding grain and hand- 


ling commercial feeds. The mill is 
(Continued on Page Twenty-three) 
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TRUVEN'S 
MEAL. 


Struven’s 
Fish Meal 


Supplies Protein, Bone, 
Phosphate and Iodin for 


Poultry, Hogs and 
Cattle 


This perfected feed supplement com- 
bines all the essentials for rapid, 
healthy growth. It is made from 
freshly-caught Menhaden fish which 
have been thoroughly cooked and 
finely ground. Contains less than 
1G fibre. 


SAMPLES AND PRICES 
UPON REQUEST. 


Charles M. Struven & Co. 


114-C S Frederick Street 
Baltimore, Maryland 
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Ideas From The Feed 


Bag In Scrap Book 


ORKABLE ideas, sales sug- 

gestions and management 

methods for promoting the 
best interests of your business may 
be found in every issue of The Feed 
Bag. Are you making proper use of 
them, applying these valuable sugges- 
tions and hints to your business? 

A scrapbook may be used to hold 
many hundreds of clippings of perma- 
nent value to your business. Each 
little idea, each experience of another 
feed dealer, a better merchandising 
policy in some distant town, as des- 
cribed in these articles from time to 
time, are filled with business possibili- 
ties, and are made available for present 
or future use of the feed dealer. 

You can thus directly profit from 
the experience of others in his line of 
business. The scrapbook helps you pre- 
serve data, and keep it where it will 
be instantly available for adoption and 
use. 

Many merchants find that they have 
more time for planning the develop- 
ment of their business in the evenings 
while at home. The scrapbook of 


clippings from The Feed Bag may 
be taken to one’s own fireside for quiet 
perusal and study, far from the rou- 
tine of the day and the constant in- 
terruptions which the modern feed 
dealer experiences in store and office 
where not only customers, but solicit: 
ors and acquaintances consume time 
during the feed merchant’s short busy 
day. 

Problems that pertain to changing 
to a cash basis, and the collection of 
bad accounts, training of salesmen, 
service and merchandise, display and 
advertising, require more concentrated 
thought than the feed dealers can give 
them during the average day at the 
store. Good ideas from The Feed 
Bag become productive of better re- 
sults when a good digestion of their 
contents follows an uninterrupted 
reading during leisure hours at home. 

The alert feed dealer is eternally vig- 
ilant for clever ideas and highly sug- 
gestive material for improving his 
business. These, arranged in book 
form, may be gone over by him at his 
leisure. 


Ideal for making chick growing and developing grains 


and intermediate scratch feeds. 


Cracks or granulates 


corn, wheat, groats, barley, rye, peas, milo, kaffir and 
a millet to any size desired. It will also grind grain. 


Capacity 200 to 2000 pounds per hour. 
Kept in Stock for Quick Shipment. 


Hundreds of these wonderful little machines will be used this spring 
by those selling poultry mixtures. 


We are sole manufacturers of Stimmel’s Patent ‘‘Grinds-on’’ Mill 


S. HOWES CO., INC. « SILVER CREEK, N. Y. 
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Second Annual Convention Is 


Remarkable Success 


(Continued from page seven) 


Mr. Carr cautioned the dealers 
against making their mailing lists too 
big. He said that it was better to 
have 1,000 people know a dealer thor- 
oughly than to have 5,000 know him 
only casually. Better results, he said, 
will be obtained from a list of 500 
names to which continual monthly 
mailings are made than from 5,000 
names to which only two or three are 
made. 

List Is Important 

“The mailing list is very important,” 
he declared. “It should contain the 
names of those only whom you know 
are actual prospects for what you have 
to sell, plus the names of your present 
and past customers.” 

Mr. Carr urged dealers who sent 
out direct advertising to keep at it 
continually, giving examples of sales 
that were made through the consistent 
arrival of direct mail material. 

“The farming industry is coming 
back through a natural process, and 
if left alone there will soon be no 
farm problem,” Charles Quinn, Tole- 
do, secretary of the Grain Dealers’ 
National Association, told feed dealers 
in his address at the convention, Tues- 
day morning. 

He attacked the farm legislation that 
has been proposed in the past, and 
stated that the grain business has 
gone into politics, and that when the 
grain business entered politics econo- 
mics flew out of the window. 

Welcomes Central Body 

Mr. Quinn welcomed the Central Re- 
tail Feed Association as a new mem- 
ber affiliated with the Grain Dealers’ 
National body, of which he is secre- 
tary, and pointed out the advantages 
gained by the combination. 

“Selling Feed for Cash” was the 
topic discussed at the closing session, 
Tuesday afternoon. Dealers told of 
their experiences and answered the 
questions of others who were inter- 
ested in the plan. A detailed account 
o: this session appears elsewhere in 
The Feed Bag. 

Banquet Big Feature 

Everyone had a good time Tuesday 
evening at the get-together banquet, 
held in the Sky Room of the Plankin- 
ton Hotel. Over 200 dealers, millers, 
manufacturers and jobbers and _ their 
wives sat at the table and were served 
a typical dealer’s “balanced ration” 
of corn hearts, mixed feed, semi-solid 
en tasse; grilled cake bran with cod 


Commission Co.; 


liver oil; new rissole potatoes, 1925 
crop; Colorado alfalfa and butter sauce 
vitatnized with moonshine; and lettuce, 
turnips, and peas. The dessert was a 
fresh linseed sundae. 

Entertainment was provided by a 
troupe of singers and dancers, and an 
orchestra furnished the music. 

Woodworth Toastmaster 

E. S. Woodworth, Minneapolis, kept 
the crowd in good humor, between 
courses with his witty introductions of 
various persons present. S. A. Mc- 
Killop, Milwaukee, led the crowd in 
song. 

Colman Talks 


The speaker of the evening was 
Harry Colman. He talked on the var- 
ious angles of the feed business, among 
them the cash basis. He offered sug- 
gestions to the dealers on how their 
young and vigorous organization could 
become a powerful body, and declared 
that leadership was one of the main 
essentials in any association. His 
topic was “Feeding the Feed Dealers 
Food for Thought”, and all agreed 
that after they had satisfied their phy- 
sical emptiness on the “balanced ra- 
tion” of the tables, Mr. Colman com- 
pleted the details by supplying the 
mental nourishment. 

Names of Donors 


The Milwaukee Chamber of Com- 
merce was the donor of the banquet 
entertainment, and the member firms 
to whom the association expresses its 
appreciation ‘are: B. J. Aston, Inc.; 
Badger Grain & Feed Co.; W.M. Bell 
Co.; Buerger Commission Co.;> Cahill 
Grain & Products Co.; Cargill Grain 
Co.; Corcoran Brothers Co.; Crandall 
& Beck; Deutsch & Sickért CGo.; C. E. 
Dingwall Co.; Donahue-Stratton Co.; 
Franke Grain Co.; Fraser Smith Co.; 
Froedtert Grain & Malting Co.; Wil- 
liam O. Goodrich Co.; Hadden Grain 
Co.; Hales Milling Co.; Hensey & 
Owen; Johnstone Templeton Go.; P. 
C. Kamm Co.; Kellogg Seed Co.; E. 
J. Koppelkam; Chas. A. Krause Mill- 
ing Co.; Kurth Malting Co.; LaBudde 
Feed & Grain Co.; Ladish Milling Co.; 
J. V. Lauer & Co.; Mohr-Holstein 
Owen & Brother 
Co.; F. J. Phelan Co.; Henry Rang 


& Co.; M. G. Rankin & Co.; The 
Riebs Co.; Smith Milling Co.; L. 
Teweles Seed Co.; D. D. Weschler 
& Sons Co. 


Go To School 
Dealers went to school again Wed- 
nesday morning at the opening ses- 
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sion, when they attended a class con- 
ducted by Professors F. B. Morrison 
and J. G. Halpin, of the University 
of Wisconsin. How they behaved and 
what they were taught is told on an- 
other page of The Feed Bag. 


Montgomery Speaks 

“You can’t put your business on a 
substantial basis unless your competi- 
tor does,” Don S. Montgomery, secre- 
tary of the Wisconsin Retail Lumber- 
men’s Association told feed dealers in 
his talk on Organization Work and 
What It Means to Retailers, given 
at the Wednesday afternoon session. 

“If you can’t get along with your 
competitor cultivate him and make him 
your friend,” he said. “Visit him, sit 
down; hand him a cigar. Do this reg- 
ularly if it takes five years. Keeping 
a harmonious feeling pays. You'll 
find it true when you balance your 
account at the end of the year. If 
your competitor don’t put his business 
on a substantial basis, you cannot put 
yours.” 


Compliments Association 

Mr. Montgomery complimented the 
officers and the members of the as- 
sociation for the progress which has 
been made, despite the fact that the 
organization is only one year old. He 
pointed out a plan which would create 
a good foundation for the organization 
and build strength. His suggestion 
was the forming of local clubs affiliat- 
ed with the main association. These 
clubs are to be encouraged to hold 
meetings in their respective localities 
several times a year. 

Present Play 

Following Mr. Montgomery’s mes- 
sage to the dealers, Forest Secor, Mil- 
waukee, and Mark and Colby Porter, 
Fox Lake, Wis., feed dealers, present- 
ed a two-act play. An account of it is - 
also given in a.separate item in The 
Feed Bag. 

The auditing, resolutions, and nom- 
inating committee made their reports, 
and election of officers followed after 
some discussion. 

Tentative, plans for the work of the 
association during the coming year, 
were made at a meeting held by the 
officers after the convention had ad- 
journed. 

Many prizes for dealers and one 
award for the lady winner were won 
at the convention. 

J. L. Kleckner, of the Kleckner Ele- 
vator Co., Neillsville, Wis., who stood 
head and shoulders above his fellow 


‘dealers, was selected as the tallest feed 


dealer in the crowd and was awarded 
an automatic pencil. Thomas E. Rob- 
erts, of E. T. Roberts & Sons, South 
Randolph, Wis.,. beat all others for 
plumpness. He won a pencil sharp- 
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ener for being the fattest dealer. 
Comes Farthest 


LE. Elkon, Rhinelander, Wis., was 
the dealer who came the longest dist- 
ance to attend the convention and he 
was rewarded with a leather bill fold. 

Best Looking Dealer 

I. W. York, of I. W. York & Co., 
Portage, Wis., was selected as the 
most handsome dealer, and he won 
a leather belt and buckle. 

Frank Kern, of the Sparta Produce 
Exch., Sparta, Wis., took the prize for 
being the shortest dealer and was 
awarded a gold knife. 

These special prizes for dealers were 
given to the winners at the banquet 
held Tuesday evening, by a committee 
including John Jouno, James H., Vint, 


profit with Purina. 


your business.’ 
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Eacs year more and more dealers apply to 
Purina Mills for the privilege of handling the 
Purina Chows account in their communities. 
have seen other dealers grow with Purina—and 
If you are interested, write us 
fora complimentary copy of our new book for feed 
dealers “‘An Opening for One Progressive Feed 
Dealer in Your Community.” 
no obligation of any kind, and this book may be 
. the means of a real growth and cxpansion of 
Write to your nearest Purina Mill. 


PURINA MILLs Ss 


ST.LOUIS NASHVILLE BUFFALO E.ST.LOUIS MINNEAPOLIS KANSAS CITY FORT WORTH 


and Frank Kern. 
Attendance Prizes 

Several valuable prizes were award- 
ed to dealers for attendance. At the 
Tuesday morning meeting Jacob Het- 
zel, of the Hetzel Milling Co., 
van, Wis., won a $6 gold knife. Tues- 
day afternoon a gold belt buckle and 
watch chain was received by J. E. 
Koziczkowski, of the J. E. Koziczkow- 
ski Co., Amherst Junction, Wis. 

H. E. Pagel, of the Pagel Milling 
Co., Stevens Point, Wis., was the win- 
ner of a cigar lighter at the Wednes- 
day morning meeting. In the after- 


noon a pen and pencil set was won 

by H. A. Hoops, Black Creek, Wis. 
Numbers were drawn by dealers at 

the close of each session and the hold- 


They 


There is absolutely 
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Dela-- 


er of the lucky numerals was awarded 
the prize. 
Borns Wins Watch 

A $25 wrist watch was won by E. 
J. Borns, of the Valders Elevator Co., 
Valders, Wis., at the banquet Tuesday 
evening, and the ladies’ attendance 
prize, a set of silver candle sticks, was 
won by Mrs. I. K. Mayr, of the Mayr’s 
Seed & Feed Co., Beaver Dam, Wis. 

Ladies Entertained 

The ladies’ program which was in 
charge of Mrs. John Jouno, Milwau- 
kee, included a theater party, the ban- 
quet, and a luncheon at the Milwaukee 
Elks’ Club. 

At the close of the convention every- 
one acclaimed it a remarkable suc- 
cess, especially because the Central 
Retail Feed Association commanded 
such a large attendance, despite the 
fact-that it is only a year old. With 
its young and vigorous nucleus the as- 
sociation has every reason to expect 
continued growth and strength in the 
future. 


“BARLEY KING” DIES 

John Buerger, 82, head of the Buer- 
ger Commission Co., Milwaukee, one 
of the oldest members of the Chamber 
of Commerce, died at his home, 539 
Lake drive, Saturday, July 23, after 
an illness of two months. 

He came to America as a building 
contractor, but later became interested 
in the grain business. In 1886 he joined 
the Milwaukee Chamber of Commerce, 
where he was known by the members 
as the “barley king” because of his 
specializing in barley. 

He organized the Buerger Commis- 
sion Co., in Milwaukee and soon made 
his home in that city. 


RANDOM LAKE CO-OPERA- 
TIVE CO., Random Lake, Wis., is 
also making repairs and 
their plant. 


improving 


NEW FEED DEALER 
Douglas Richardson, Sussex, Wis., 
is the father of a 9-pound boy, born 
July 14th, at the Columbia Hospital, 
Milwaukee. 


C. W. GILLAM, St. Paul, state se- 
curities commissioner, has sold his 
grain elevator at Winona, Minn., to the 
Co-operative Elevator Co. Mr. Gil- 
lam, before his appointment as com- 
missioner, operated the elevator for 
40 vears. 


FUNKE GRAIN CO., with head- 
quarters at Minneapolis, Minn., and 
country elevator connections, began 
eperations July Ist. 
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Cash Basis Way Has No Regrets 
Dealers’ Discussion Shows 


Business Of Two Competitors Doubles After Change Is Made 
Retail Feed Men Tell Their Experiences At Convention Session 


NCE a feed dealer has changed 
O from a credit to a cash basis, 

he will never regret it, and he 
will do just as much business. 

This was the concensus of opinion 
among several feed dealers who spoke 
on “Selling Feed for Cash” during 
the Tuesday afternoon session of the 
convention of the Central Retail Feed 
Association. 

The speakers were dealers who have 
changed to a cash basis, and all of 
them agreed that it was the only prin- 
ciple on which to conduct a feed busi- 
ness. Neither of them experienced any 
serious trouble following their 
change of policy. 

Kujawa Tells Experiences 

A. J. Kujawa, Rudolph, Wis., the 
first to express his views on the cash 
basis said that it was better than a 
square meal. 

“Farmers make out notes reading, ‘I 
promise to pay,’ but what they really 
mean is, ‘I promise to renew,’” Mr. 
Kujawa humored. 

He told how he co-operated with his 
competitor, Frank Miller, at Rudolph, 
Wis., and both agreed to change from 
a credit to a cash basis. They gave 
their customers three days’ notice, and 
on December 20 announced that there- 
after all feed was to be sold strictly 
for cash. For the first two weeks cus- 
tomers paid rather reluctantly, but they 
soon became accustomed to the change 
and today neither Mr. Kujawa or Mr. 
Miller ever receives a request to ex- 
tend credit. 

Do It Fearlessly 

Sometimes it is difficult for dealers 
in the same town to get together on 
the proposition, but in that case, he 
advises, the feed man contemplating 
on making the change should venture 
out alone. He cited an example, men- 
tioning Nekoosa, Wis., where a dealer, 
unable to get his competitors to join 
hands with him, changed to a cash ba- 
sis alone. This man experienced no 
trouble at all, according to Mr. Ku- 
jawa, and he will not seil another dol- 
lar’s worth of feed on credit. 

“Get out from under the load of 
credit,’ Mr. Kujawa urged. “Have a 
heart to heart talk with your competi- 
tor and agree to make the change. The 


‘get 


By Emil J. Blacsky 


sooner the better. It isn’t any trouble 
to sell feed when you allow customers 
to say, ‘charge it.’ The trouble is get- 
ting the pay.” 
Gives Collection Hints 
M. A. Joshel, Geneva, IIl., offered 


$4 OU’LL never regret it 
ih, if you change to a 
cash basis.” 

Dealers who discussed the 
cash system of doing business 
at the Central Retail Feed As- 
sociation convention came to this 
conclusion. It is a convincing 
decision and a hopeful one. -It 
is a conclusion every dealer now 
laboring under the retarding bur- 
den of credit and overdue ac- 
counts should emblazon in his 
business system and adopt. 

Read over this article and pon- 
der over the experiences of other 
dealers. They are engaged in 
the same business as you. They 
have stayed awake nights worry- 
ing about the same problems. 
And they have taken the great 
financial step and now they’re 
happy. 

Read this article and abide by 
it and you will be happy, too. 


complish several things. 


several practical means by which deal- 
ers might collect back accounts from 
farmers. He suggested getting an or- 
der for $5 a month on the farmers’ 
milk check, and to have payment 
made direct from the dairy to the feed 
dealer. Another method he suggested 
was to have farmers write out, three 
checks dated ahead. These the feed 
dealer may be allowed to bank on the 
set dates, usually the farmers’ milk 
check pay day. 

County Agent Helps 

‘James H. Vint, Union Grove, Wis., 
who presided as chairman during the 
cash basis discussions, told dealers to 
acquainted with their county 
agents and that much business and in- 
formation could be gained through 
them. He said that his home county 
agent pushed the sale of feeds by sug- 
gesting rations for dairy herds, and 
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that co-operation with him created 
many sales. 
Porter Makes Change 

On the day following the conven- 
tion, July 14, Colby Porter, of the re- 
tail firm of C. S. Porter, Fox Lake, 
Wis., took the great financial step, 
and sent the following notice to his 
customers: 

“Because of the continued high cost 
of doing business and because it is 
impossible to longer withstand the bur- 
den of carrying outstanding accounts, 
we decided that after July 14, 1927, 
our fuel and feed business would be on 
a strictly cash basis. 

Appeals to Fairness 

“By this means we expect to ac- 
It will en- 
able us to keep down operating ex- 
penses since we will no longer have 
to make collections, send statements, 
or pay interest on borrowed money, 
and consequently we will be able to 
improve our service to you. Also it 
will remove from those who are fair 
and honest in their dealings the load 
of helping to carry those who are un- 
fair and dishonest. And then, while 
it may work a slight temporary hard- 
ship on a few, it will be only a mat- 
ter of a short time until the readjust- 
ment will be made, which will be a 
benefit to all. It is from a desire to 
be perfectly fair to all that we are 
sending out this notice now so it will 
find no one unprepared when the chil- 
ly days of fall come, as we will make 
positively no exceptions.” 


Williams Does It 


Following on the heels of Mr. Por- 
ter’s announcement comes that of A. 
L. Williams, of Williams’ Elevator, 
Beaver Dam, Wis., in which he plainly 
lays down the facts why he cannot 
continue to conduct his business on a 
credit basis. 

“We believe that any fair-minded 
person will agree with us that as long 


as we are forced to conduct. the buy- 


ing end of our business on a cash 
basis, it is no more than fair that we 
should conduct the selling end on the 
same basis,” his announcement reads. 
And that means no more “Charge it” 
accounts at Williams’ Elevator. 
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Michigan Elevator Exchange 
Shows Large Gain 


T the eighth annual convention 
A of the Michigan Elevator Ex- 

change at the Hotel Olds, Lan- 
sing Mich., July 19, all five members 
of the board of directors, whose terms 
expired this year, were re-elected, an 
unusual occurrence in an organization 
of this kind. The re-elected officers 
are W. E. Phillips, Decatur; George 
McCalla, Ypsilanti; M. R. Shisler, Cal- 
edonia; F. M. Oehmke, Bach; and W. 
J. Hazelwood, Mt. Pleasant. 


Several hundred members from all 
over the state attended the banquet at 
noon, and the long afternoon meeting. 
L. E. Osmer, general manager, stated 
in his report that business in the past 
year had not been as profitable as 
usual, because of the excessive mois- 
ture carried by all grain. Beans were 
the poorest crop in years. Prospects, 
however, are excellent for a return to 
good quality and better earnings this 
year. 

His report also showed that the ex. 
change which started seven years ago 
with less than $20,000 now has a net 
worth of $120,000, besides having paid 


out in cash, dividends, interest and 
advances to the terminal bean eleva- 
tor, more than $70,000 during the past 
six years. 

C. E. Martin, president, in his greet- 
ing to the stockholders, said the ele- 
vator exchange had handled practical- 
ly a million more bushels of grain this 
year than ever before in any one year, 
and that nearly 5,000 cars of business 
passed through the organization for a 
total value of approximately $8,000,000. 

Charles Hayden, senior member of 
the firm of Hayden, Ballard and Hub- 
bard, of Lansing, was toastmaster. 
Farm bureau delegates in session at 
Lansing, were guests of the elevator 
exchange at the dinner. 


RAY S. KNOWLTON, manager of 
the Milwaukee branch of the Nebras- 
ka Consolidated Mills Co., was elected 
vice-president of the board of direc- 
tors at a recent meeting. Headquart- 
ers of the company are at Omaha, Neb. 
Mr. Knowlton has offices in the Cen- 
tury building, 208 Third street, Mil- 
waukee, Wis. 


WALTER LAUER has bought the 
feed mill of Henry Burmann, Armada, 
Mich. 


CHARLES MOORE, Waverly, 
Minn., recently bought the Albright 
mill property. He will build a modern 
feed mill on the grounds. 


FARMERS’ COAL & GRAIN CO., 
Zumbrota, Minn., has incorporated, 
with, a capital of $25,000. C. K. Clem- 
entson, August Klug, George Thorson 
and A. C. Larson are named as the 
incorporators. 


TEWELES & BRANDEIS are 
making extensive improvements on 
their clevators. The partners own 
buildings at Sturgeon Bay and Sawyer, 
Wis. 

IOWA DEALER CHANGES 

Several persons sold their mills and 
elevators in various Iowa cities re- 
cently. 

Wilbur Bell, Rudd, Ia., has sold his 
feed business and mill to a Mr. Hod- 
gen. 

Walter Gardner, Swea City, Ia., sold 
out his feed mill to Roscoe Mayne. 

E. F. Fronning and Errol Johnson 
have bought the elevators of the Union 
Grain Co., Union, Ia. They will in- 
stall grinding machinery. 


Fac-simile of sign 
24"'x36"' lithographed 
on steel and varnished 


The Sign of 
Good Feed 


MORE MILK 


More milk is easily made by using 
these safe, highly digestible protein 
concentrates to balance the ration. 


A help for dealers in keeping 
DOUGLAS FEEDS ahead in 


their respective communities 


Cedar Rapids, lowa 


PENICK & FORD, Ltd., Inc. 
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Can Auto Parking Before Business 
Place Be Prohibited? 


Dealer Has Legal Remedy If It Injures Value Of Property 
Court Decisions In Several Trials Favor Plaintiff In Case 


HE question of the right of a 
merchant to prevent or restrict 
the parking of automobiles in 
front of his place of business, may be 
one of considerable importance. In 
other words, where a street in front 
cf a place of business is used for park- 
ing purposes, to such an extent as to 
interfere with the business carried on 
therein, has the merchant any legal 
remedy? 

Now, to begin with, it may be 
stated that the streets are of course 
intended to be used by the public for 
all lawful purposes of travel. This 
use quite naturally includes the right 
to park thereon, when occasion de- 
mands, at least for a reasonable time, 
and the adjoining property owner has 
no right to complain. 

Conditions Govern Rights 

However, when it comes to making 
use of a given part of a street in front 
of a business property for a more or 
less permanent parking place, we have 
a different situation. And, it seems, 
both on reason and authority, that such 
use of a street by a third party, where 
it tends to injure the adjoining prem- 
ises, may be prevented by. the person 
damaged thereby. Now, let us see. 

In a recent case of this kind, cer- 
tain merchants leased a store room in 
an eastern city. After they had been 
in business there for some time, a bus 
line operator leased an adjoining store 
100m for a waiting room for his cus- 
tomers. Following this a continuous 
line of busses occupied the street in 
front of both store rooms. 

Permanent Blocking of Curb 

The merchant complained that this 
more or less permanent blocking of 
the curb in front of their store inter- 
fered with their business. They 
brought suit for an injunction to re- 
strain this use of the street and curb 
by the bus line operator. On appeal 
the higher court in passing on the 
question of whether or not the mer- 
chants had stated a legal cause of ac- 
tion in their complaint, in part, said: 

“It appears that the defendant [bus 
owner] did not make use of the high- 
way in front of complainant’s [mer- 
chant’s] property simply to receive 
and discharge passengers, but lingered 


By Leslie Childs 


there for an hour at a time; in fact 
the bill says that his busses were con- 
tinually in front of complainant’s 
premises, one departing being relieved 
by another. 

Destroys Object of Highway 

“If all this is true, this destroyed the 
primary object of the highway, i. e., 
the passage of the public, and in fact 
usurped all the rights of the complain- 
ants in the highway in front of their 
property. It is difficult to conceive of 
any rights by which the defendant 
could appropriate the public street in 
this ‘manner. * * * 

“The facts alleged constitute a nuis- 
ance and it has been so held in this 
state and other jurisdictions. If the 
defendant is to be permitted to con- 
tinue the practice he has established, 
it must result in irreparable damage 
to the complainants in the loss of their 
customers. * * *” 

Holding in Other Cases 

In conclusion the court upheld the 
tuling of the trial court on the suf- 
ficiency of the complaint. In other 
words, that if the truth of the allega- 
tions were established, the defendant, 
bus line operator, should be restrained 
from so using the street in front of the 
store as a permanent parking place 
for his busses. 

The reasoning of the foregoing case 
has been followed in a number of other 
decisions in situations of this kind. 
And, it seems, by weight of authority, 
that the owner or lessees of business 
property may restrict the use of the 
street in front of their property - for 
parking purposes, when it is shown 
that such use injures the value of their 
property, and goes farther thdn the 
use of the street for purposes of travel. 
For example. 

Cab Company in Error 

In another case of this kind, certain 
taxicab companies attempted to use a 
street in front of business property 
for a stand. The property owners. ob- 
jected, and filed suit to enjoin such 
use of the street on the ground that 
it interfered with the use of their 
property. The trial court found that 
the presence of the cabs in front of 
the property constituted a nuisance, 
but declined for certain reasons to en- 
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join the practice. On appeal, the high- 
er court, in holding the property own- 
ers were entitled to an injunction, said: 

“The trial court having found that 
the taxicab stand in question was a 
public nuisance, that it materially in- 
terfered with the use of the property 
in question by its owners and its ten- 
its second and fourth conclusions of 
law. 

“The judgment is therefore reversed, 
with directions to the trial court to re- 
state its conclusions of law in harmony 
with this opinion, and to enter its de- 
cree permanently enjoining the appel- 
lee [taxicab company] from maintain- 
ing a stand for taxicabs at the place 
in question.” 

Statement of the Law 

In the light of the facts and hold- 
ings of the foregoing decisions, it is 
obvious that in certain cases a mer- 
chant may prevent the use of the street 
in front of his place of business for 
parking purposes. Of course he can- 
not prevent the use of the street for 
all proper purposes. However, where 
a third person attempts to use such 
portion of the street, as a permanent 
parking place, to the damage of the 
adjoining property, the courts may, on 
a given showing, enjoiri such use. 


MALTING PLANT WRECKED 

Two buildings and nine silos on the 
property of the Wisconsin Grain and 
Malt Co., Appleton, Wis., are to be 
wrecked, and the materifil, machinery 
and belting is to be placed on sale. 
The Cargill Grain Co., Green Bay, 
Wis., which has been using the build- 
ings for storage, has removed its grain 
from the elevators. 


NEW FIRM INCORPORATES 

Articles of incorporation have been 
filed for the C. A. Thomas Co., La 
Crosse, Wis. The company plans to 
do business in flour and feed. Sign- 


‘ers were C. A. Thomas, George C. 


Wertz, and C. A. Thomas, Jr. 


FIRE DESTROYED the M. Kap- 
lan feed store, Lincoln, Nebraska, re- 
cently. 
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Quaker offers you acomplete 
line of efficient, fine-quality 
feeds; offers them to you at 
fair, honest prices that allow 
you good profit ... Quaker 
advertising issending new 
business to Quaker | 

Dealers; Quaker qual- 
ity is bringing old cus- 
tomers back for more 
... From every region 
comes the word “Busi- 
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ness is good with Quaker 
Dealers!”. .. If you want to 
enjoy the advantage of han- 
dling a complete line (that 
brings both feeds and flour 
to you in the same car), a 
line that is gaining daily 
in popularity, a line 

_ that builds business by 
making satisfied cus- 
tomers, write today.(A 
postal card will do.) 


cucaco he Quaker Oats O@mpany 
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Feed Dealers Prosper In 
Lake Shore Region 


(Continued from Page Fifteen) 
powered by electricity. Mr. Wester- 
beke reports business good and is kept 
busy supplying the needs of the cus- 
tomers who come thick and fast. 

Sheboygan has three large. firms en- 
gaged in the flour and feed business, 
Arndt Bros., Lawrence Rochlus, and 
Schultz Bros. Some of the large city 
problems confront these dealers, but 
a healthy farm trade still pours in, 
and makes business profitable. With 
the city limits moving outward these 
men who started on the outskirts are 
now in deep urban territory, but their 
name and reputation holds the confid- 
cnce of the farmers surrounding She- 
boygan. and they drive miles to trade 
at the old stores. 

Three Prosperous Dealers 

Mr. Rochlus owns a cozy little flour 
and feed store near the Sheboygan 
river in the heart of the town. Hay 
and commercial feeds are his main 
standbys. Although he does much 
business with the city trade, the rural 
shoppers are numerous at his store. 

Arndt Bros. have a milling record 
over 75 years old. The grandfather of 
the present owners was a miller in 
Europe, their father built a mill sev- 
eral miles out of Sheboygan, and in 
1919 the two sons built a large struc- 
ture on the present location. It is a 
commanding elevator, and the Arndt’s 
de a large business. Modern ma- 
chinery equips the mill and it is run 
by electricity. The Arndt’s take special 
pains in keeping their place neat and 
orderly. 

Schultz Bros., located several blocks 
north of the Arndt elevator, are a bust- 
ling pair, and are enjoying a_ brisk 
trade. 

A. C. Doersch—John Goerke 

A town of artesian wells is Cleve- 
land, several miles inland but still in- 
cluded in the lake shore region. More 
than a dozen wells in the city spout 
out water steadily, and the town folks 
never get an ache in the back from 
using the pump handle. In this for- 
tunate artesian well town two feed 
dealers are located. 

In the center of Cleveland, A. C. 
Doersch owns an elevator and. feed 
store, while across the tracks and out- 
side of the town limits the Cleveland 
Co-operative Warehouse Association 
does business. John Goerke, a genial 
fellow, manages the co-operative ware- 
house, while he puffs on a corn-cob 
pipe. He’s a popular man among the 
farmers, and has been taking care of 


their business for three years. 

Mr. Doersch is old enough to be 
married and is handsome, but he is 
contented to tread the byways of life 
single handed, and it appears that he 
enjoys it. His father started the eleva- 
tor, handling grain only, but Carl 
changed business tactics and now does 
a thriving business selling flour and 
feed, and doing custom grinding. 
Cleveland’s a town that leaves a pleas- 
ant impression with the visitor, and 
the two feed dealers who are located 
in it are to be envied. 

Three Manitowoc Dealers 


Kellner Bros. Co. supply part 
of the flour and feed needs of Mani- 
towoc and the farms on the outskirts. 
John C. Kellner, who founded the busi- 
ness, has been at it for 43 years. Now 
his sons have taken it over, but Mr. 
Kellner may be found regularly at the 
store and elevator.. Other progressive 
flour and feed handlers at Manitowoc 
include the Oriental Mills and Edward 
Brey & Son. 

Inland from Manitowoc the little 
town of Francis Creek nestles. Arthur 
Bleser sells flour and feed here, and 
grinds the farmers’ grain. He bought 
the warehouse and elevator in the town 
from a farmers’ co-operative company 
last year. A neat white structure has 
been built apart from the elevator and 
warehouse and is used for an office. 
Mr. Bleser is enjoying a good trade, 
and is off'to a good start in the flour 
and feed business. 


Towns Without Railroads 

Tisch Mills is located in Manitowoc 
County about 15 miles inland. In the 
pioneer days 60 years ago, a Mr. Tisch 
built a mill along a frolicking creek 
and diverted its playfulness to a use- 
ful occupation. Settlers who came 
later retained the name of the site and 
called their town Tisch Mills. It has 
that caption today, although the origi- 
nal and several succeeding mills have 
burned down. 

Two partners, Joseph Schleis and 
Joseph Konop, own the present struc- 
ture. They do custom grinding, and 
bring their flour and feed stock from 
Two Rivers by truck, for Tisch Mills 
is apart from any railroad. The old 
mill pond, and a decaying dam give 
the mill a picturesque setting. The two 
“Joes” are content in this quaint little 
town, and they know how to pilot the 
business well. 


Recalls Famous Song 
Mishicot is another thriving Manito- 
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woc county town, located about eight 
miles inland from Two Rivers. Sie- 
boldt’s Mill is engaged ir the flour and 
feed business there. Paul Sieboldt, an 
energetic young man, bought the place 
seven years ago from Flenge & Peot. 
He formerly owned a mill several miles 
out of Mishicot, but he has abandoned 
it and confined ail his efforts to the 
present business. 

Sieboldt’s Mill recalls the song en- 
titled “Down by the Old Mill Stream”. 
The mirror-surfaced pond, and the 
sound of water falling over the dam 
brings back memories of early days. 
But the waterwheel is silent for all of 
the machinery in the mill is now oper- 
ated: by electricity. Some rye flour is 
milled by Mr. Sieboldt. The Bohe- 
mians in the community use much of it 
to make their famous rye bread. Since 
Mishicot has no railroad, Mr. Sieboldt 
hauls his feeds from Two Rivers by 
truck. 

Luxemburg Firms Busy 

Kewaunee county has a booming 
town called Luxemburg. It is the 
headquarters of the county fair each 
fall, and is supported mainly by farm 
trade. H. Boncher manages the Lux- 
emburg Grain Co. He is a plump, 
round Frenchman and a jolly good 
fellow to do business with. He reports 
that business was better this year than 
it has been at any time since the, war. 
Grain, cement, salt, and coal are han- 
dled by the firm. 

A neighbor to the grain company is 
the Luxemburg Milling Co. Lawrence 
Rueckel is manager, and he has a large 
job on his hands, for the mill is a busy 
place. Flour and feed are sold, and 
thousands of bushels of grain are 
ground out every month. The firm 
also manufactures flour and puts it on 
the market under the name “Attention 
‘Patent™. 

Sincere wishes of continued prosper- 
ity to the lake shore dealers from The 
Feed Bag, and we know that though 
you tolerate a few weather chills, there 
are none arising from business failures 
in your lucrative territory. In another 
issue we'll tell you about some of our 
inland dealers. 


THE LARROWE MILLING CO. 
plant, Rossford, Ohio, is the largest 
feed mill in the world. This mill pro- 
duces 2,000 carloads of dairy and 
chicken feed every month. This in- 
formation was obtained through an in- 
dustrial survey made by Robert J. 


“Eustace, of the Chamber of Commerce 


of Toledo, Ohio. 


THE LOUNSBERRY LUMBER 
CO., of Colo, Ia., sold their grain and 
feed grinding business to the North 
Iowa Grain Co. 
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You can’t go wrong 
In Selling Only 


Pilot Brand 


Oyster Shell-Flake 
FOR POULTRY. 


It’s the best Crushed 
Oyster Shell packed 
and the only one that 
has been advertised 
for years. 


Cli] OYSTER SHELL 


FLAKE 


FOR POULTRY 


OYSTER SHELL 
CORPORATION 


Shell Building, St. Louis, Mo. 


Profits In Poultry Have 
Wide Variation 


Farmers obtain wide differences in 
the degrees of success with hens, ac- 
cording to the way they handle their 
poultry operations, it was revealed in 
a state poultry record project conduct- 
ed by the College of Agriculture, Uni- 
versity of Illinois. Records of 264 
flocks were kept, and the best flocks 
of the 264 entered returned their own- 
ers an average profit of $2.85 a hen, 
while poorest groups netted only 16 
cents a bird. 

For the best flocks the labor income 
from poultry averaged $513.59 a farm 


as compared with $133.86 a farm with 
the poorest flocks. Poultry profits 
were $433.17 a farm with the best 
birds, and $20.60 a farm with the low 
producers. 

The figures reveal that farmers con- 
templating on raising poultry for pro- 
fits should start with good birds, that 
will return a profit rather than scrub 
stock which wastes labor, and returns 
no profit. 


T. SKEIE was elected president of 
the Farmers’ Co-operative Elevator 
Co., Leeds, S. D., at its annual meet- 
ing. The elevator declared a 12 per 
cent dividend at the session. 


= = 
00 oOo 
SCRATCH FEED 
OO when fed with oo 
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A” EGG MASH 
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oo Will positively produce the maxi- oo 
05 Mixed Cars mum amount of eggs. 00 
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Oo Our Specialty o0 
el These feeds are RIGHT and our prices are RIGHT me 
Write for samples and prices 
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Millfeeds 


Grain 


| Oil Meal 
Ground Feeds 


Ground Grain 


and 


at consistently 
low prices. 


Flax Screenings 


Highest quality 


Page Twenty-four 


THE FEED BAG—AUGUST, 1927 


It’s Soing to be a great 
Northwestern Year! 


We are all set to give 
you Real Service 


Straight and Mixed Cars 


Haertel-Phelps Company, Inc. 


616 CORN EXCHANGE 
MINNEAPOLIS, MINN. 


(We operate a 3000-ton warehouse) 


| 

|| 

| 
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Camera Tales Of Eastern Federation Convention 
| At Buffalo, July 28 and 29 


And A Good Time Was Had By All 


These Park & Pollard Salesmen were called from all over the East to attend the Eastern 
Federation Convention. Let to right, top row, 
Donnan; F. D. 


A. J. Thompson; W. H. H 
Singleton; G. N. 


eidtman; D. D. 
ongyear; H. L. Atwood, sales manager; G. M. Beier- 
meister, assistant sales manager. Bottom row, G. V. H 


. V. Hunter; Frank Hemenway; James 
Smith; J. W. West; R. A. Bowning; W. P. Brodie. 


Eastern Federation Feed Merchants were shown through the mills of Buffalo on Tuesday of the convention. 
group of dealers after they had inspected the Park & Pollard Co. plant. 


Photo shows the 
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Over 200 members of the federation attended the annual banquet and entertainment which was held at the Hotel Buffalo. ( vt 


Sedberry Sales Managers 


Hold 


Annual Convention 


parts of the United States and 
Canada gathered at the first an- 
nual convention held by J. B. Sedberry, 
Inc., at the Martin Hotel, Utica, N. 
Y., June 29 to July 1. The purpose 


MANAGERS from. all 


(Insert) John J. 
Woods’~ chosen 
chairman of 1928 
convention. 


of the meeting was to determine more 
uses for the “Jay Bee” mill, and the 
ways and means of selling it, and to 
create good fellowship and greater co- 
operation among salesmen. 
Many Attend 

Those present were: M. B. Sedberry, 
president, J. B. Sedberry, Inc., Utica, 
N. Y.; Gilbert Butler, secretary- treas- 
urer, Bossert Corp., Utica, N. Y.; 
Francis K. Kernan, president, Bossert 
Corp., Utica, N. Y.; John Schneider, 
chief engineer, Bossert Corp., Utica, 
N. Y.; Walter J. Clement, engineer, 
Bossert Corp., Utica, N. Y.; F. L. 
Pittman, vice-president, J. B. Sedberry, 
Inc., Utica, N. Y.; C. P. Schutte, en- 
gineer, J. B. Sedberry, Inc., Utica, N. 
Y.; John J. Woods, western represen- 
tative, Kansas City, Mo.; J. B. Deeds, 
special representative, Nashville, 
Tenn.; L. Di Tripp, Cohocton, N. Y.; 
M. Heine, export representative, New 
York City; J. D. Thomas, Atlanta, 
Ga.; D. M. Jones, J. B. Sedberry, Inc., 


CANNO 


son, 
representative, 
Nashville, 


Utica, N. Y.; P. Guido, J. B. Sedberry, 
Inc., Utica, N. Y.; -T.. G.- Holland, 
Philadelphia, Pa.; R. B. Leggett, Jack- 
Tenn.; G. W. Alexander, special 
Eastern Tennessee, 


Tenn.; Harry S. Williams, 


eastern representative, Utica, N. Y.; 
W. N. Morley, Toronto, Ont., Can.; 
A. V. Foote, Mgr., J. B. Sedberry, 
Inc., Chicago, Ill.; R. A. Lester, Okla- 
homa City, Okla.; S. E. Peterson, Por- 


ter-Eastman-Byrne Co. Advertising 
Agency, Chicago, IIll., in charge of “Jay 
Bee” advertising; Charles Norton, 


vice-president and general manager, 
Howell Electric Co., Howell, Mich.; 
Chester W. Falls, industrial engineer, 
General Electric Co., Schenectady, N. 
Y.; W. C. Clingan, special representa- 
tive S. K. F. Industries, New York. 


GUY HOPKINS, of W. T. Hop- 
kins & Son, Sodus, N. Y., feed dealer, 
has returned from a trip to Canadian 
waters in his cabin cruiser. Crop con- 
ditions in the Sodus district are good, 
Mr. Hopkins says, and he looks for 
a good fall business. 


WOOD BROTHERS, Clyde, N. 
Y., have installed new mixing machin- 
ery. 


THE FARMERS’ CO-OPERA- 
TIVE CO. warehouse, Ogema, Wis., 
was damaged by fire. 


WATERPOWER MILLS 
MINNEAPOLIS MINN. 


VALDERS ELEVATOR CO., Val- 
ders, Wis., is making repairs and ex- 
tensive improvements. 


C. C. DAVISON, Geneva, N. Y., 
has completed construction of a new 
four-story daylight brick mill building 
and soon will begin installation of 
equipment. The mill will have 250- 
bbl. capacity. Besides the manufacture 
of flour, the mill will produce corn 
meal and mixed feeds. 


New Elevator 
Profits 


Let us give you a start 
in the making and selling of 
a good poultry mash. 75% 
of a good chick mash is com- 
posed of wheat and corn 
products which you now 
have on your floor and are 
selling and delivering at a 
low price. 


Turn $23.00 Middlings 
Into $75.00 Mash 


All you supply is the mill 
products and _ labor. We 
supply Jersee Milk Food, 
formulas, advertising to your 
trade, etc. We check and 
test your mixtures without 
cost to you. We start you 
and keep you going. We are 
in business together. Your 
investment is very small. 

This is no experiment. 
Hundreds of elevators are 
making nice profits right 
now. You have no competi- 
tion. 

This new business helps 
mill profits when the grain 
business is slow. 

It ig certainly worth your 
while to send the coupon for 
further details. 


THE 
Jersee Co. 
Minneapolis, Minn. 

Attach This Coupon to One of 
Your Letter Heads NOW ! 


THE JERSEE CO., Minneapolis, Minn. 


GENTLEMEN: 


Send at once particulars regarding 
— offer to build up a Poultry Mash 
usiness in this section. 


N VALLEY MILLING co. 


MODERN 


FARMERS CHOICE SWEET DAIRY RATION 
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PURE BRAN 
FLOUR MIDDS 


Prepared by the Minneapolis branch 
office Hay, Feed and Seed Division, 
Bureau of Agricultural Economics. 


HE wheat mill feed market for 

the past several weeks has been 
decidedly firm, with scarcity of 
standard middlings for nearby  ship- 
ment the outstanding feature. The de- 
livery situation has again worked itself 
into a tight position and most of the 
important northwestern mills found it 
necessary to carry over July sales of 
both bran and middlings into August. 
Although the demand for the past 
several weeks centered 
principally standard  middlings, 
bran has been in sufficient demand to 
keep the market very steady. The 
East has been the principal outlet for 
bran, while mixed feed manufacturers 
have been actively in the market for 
middlings. However, the lightness of 


the offerings is keeping the market 
strong more than any activity in the 
demand. 


Bran is held at practically 


the spot prices for shipment through- 
out the rest of the year, but middlings 
on account of the exceedingly high 
level for spot shipment must be cut 
somewhat in order to effect deferred 
shipment sales. For instance, today, 
spot middlings are quoted at $33.50, 
Minneapolis, while all of August ship- 
ment would be available at $32.00, 
September at $31.00; and October to 
December at $39.09; while bran is 
held rather steady at the $25.00 mark 
for shipment throughout the rest cf 
the year. 

Northwestern flour mills have done 
practically no new crop flour busi- 
ness as, yet so there has been virtual- 
ly no selling pressure on deferred de- 
liveries. Most operators are, there- 
fore, of the opinion that a very strong 
market situation should remain until 
well along into September or at least 
until selling pressure from new crop 
shows itself. While there is 
scattered speculative inquiry 


some 
right 


_ Finest Grinding — Biggest Capacity 


along for deferred shipments, buyers 
for the most part are now confining 
their committments to the prompt and 
August deliveries. 

The linseed meal market has been 
very quiet but fairly steady. The de- 
mand is light but so is the north- 
western production. Mills have been 
holding their prices unchanged for 34 
per cent meal at $46.00, Minneapolis, 
although re-sellers have recently cut 
the market 50c in an attempt to stim- 
ulate sales. Mills report that many 
bids have been received at around 
$44.00, Minneapolis base, for deferred 
shipment meal but mills’ prices have 
been held firm at $46.00 for 60-day 
shipment and the nominal asking price 
for Ociober, November and Decem- 
ber has been $48.00, Minneapolis. 
Mills seem to be of the opinion that 
linseed meal market should not de- 
cline below the $45.00 mark, Minne- 
apolis, during the season. 

Cottonseed meal has recently turned 


w 


Lowest Operating Cost—Longest Life 
The “Jay Bee” Will Outlast Any Feed Mill Made 


The heavy plate-steel construction of the “Jay Bee” mill makes it practically unbreakable. Steel has four 
times the tensile strength of cast iron. Shocks and sudden strains to which a mill is subject will break cast 


No Heat—No Friction—Reduces Fire Hazard 


iron—but not steel. 


Grinds Anything Grown to Any Degree of Fineness 


The “Jay Bee” has no burrs, knives, gears, rolls, nor breaker plates to wear 
dull or break —or heat the grain. Steel hammers, with 16 cutting edges, 
grind the material in suspension. No heat. No friction. Prevents explosions. 
Reduces fire hazards. 


Shelled corn, ear corn, with or without 
husks on, corn stalks— any hay or rough- 
age—oats so fine hulls lose theiridentity, 
finest pig meal—whole wheat to whole 
wheat flour — bran to'fineness of midd- 
lings—screenings to lose their identity 


—alfalfa hay to alfalfa meal. 


The “Jay Bee” meets every grinding re- 
quirement. Its superior grinding will in- 
crease your present business—and attract 
new customers from ten to twenty miles 
around you. Hundreds of milling plants 
have increased their business, decreased ‘ 


their cost, added to their profits with a 
“Jay Bee.” So can you. 
Mfd. by the Bossert Corp., Utica, N. Y. 
One of the aot and largest manufacturers of pressed steel stamp- 


Sizes and styles to meet every grinding requirement. Write 
for descriptive literature, easy terms, etc. 


Distributed by 
ings in the U- S. Stampings of all sizes and shapes from steel, J, BB, SEDBERRY, Inc. 160 Hickory St., Utica, N. ¥, 
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‘ 
Crusher—Grinder—Pulverizer 


easier, particularly on new crop de- 


liveries, October to December meal 
being available at $1.00 to $1.50 under 
spot quotations. 

Gluten feed and the corn feeds have 
been holding very steady, due to the 
firm corn market situation. Mills 
manufacturing gluten feed have their 
nearby production well spoken for and 
the market situation is considered a 
firm one. 

Various feeds today, July 30, are 
quoted for prompt shipment, f. o. b., 
Minneapolis, straight car lots, as fol- 
lows: Standard bran, $24.75 to $25.00; 
pure bran, $25.00 to $25.50; standard 
iniddlings, $33.00 to $33.50; flour’ mid- 
dlings, $37.50 to $38.00; red dog, $44.90 


to $45.00; 34 per cent linseed meal, 
$45.50. 


THE OSCEOLA MILL & ELE- 
VATOR CO. property, Osceola, Wis., 
was sold at public auction to the Min- 
nesota Loan & Trust Co., plaintiffs in 
a foreclosure action. 


W. F. GROVER, Ridgeland, Wis., 
has bought the grain elevator and po- 
tato warehouse formerly owned by the 
O. M. & E. Co. 


E. F. LINDOW, Medford, Wis., 
has purchased the interest of his part- 
ner in the flour and feed business, and 
will operate as E. F. Lindow & Co. 


WHEAT SCREENINGS CORN 

wt 
<| Hiawatha Grain Company |*: 
° MINNEAPOLIS, MINN.’ 
‘*FOR BETTER SERVICE’’ 


(We Own And Operate A Mill And Elevator) q 


SPECIALIZING IN ALL TYPES OF SCREENINGS 


(GROUND AND UNGROUND) 


= Get Our Samples and Prices ne 

be 

STRAIGHT CARS MIXED CARS 

MILL FEEDS GROUND FEEDS OILMEAL 4 

oo 
oo 
oo 


flour. 


Any housewife can be forgiven 
for making poor bread _ until 


she knows of White Swan 
After that she has only 


Quaker Oats Co. Backs 
Steenboch Process 


Process of treating foods discovered 
by Dr. Harry Steenboch, to impart the 
elusive vitamin “D” by means of ultra 
violet rays, will be financially backed 
by the Quaker Oats Co., and is to be 
put on a commercial basis. The pro- 
cess was developed in the University 
ot Wisconsin laboratories, where Dr. 
Steenboch is a professor in the depart- 
ment of agricultural chemistry. 

The Quaker Oats Co. expects to 
have treated food im production within 
two or three months, and is now build- 
ing machinery. The company will pay 
$60,000 royalty a year when the pro- 
cess is operating commercially. 


DAVID G. OWEN, 70, Milwaukee, 
commission man, and for 50 years a 
member of the Chamber of Commerce, 
died at his home recently. Mr. Owen 
was a commission merchant in the city 
during all of his business life, and up 
until his death, was president of the 
Owen & Brother Co., grain merchants. 


THE TIPTON MILLING CO. 
has incorporated at Tipton, Indiana. 
The capital is $10,000. The incorpor- 
ators are Omer F. Brewer, P. J. Brew- 
er and M. M. Brewer. 
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Many Dealers Register At 
Central Convention 


The following were registered at 
Central Retail Feed Association Convention: 


Adams, 1219 Wells St., Milwaukee, 
Thompson, Albert Dickinson Co., pS i 


Geo. A. Schlegel. Athens 


Wis.; Herman Krakow, Krakow Bros. 


Wis.; W. O. Keith, Krause Milling 
Milwaukee, — ; A. J. Kujawa, Kujawa Co., 
Edward LaBudde, LaBudde Feed & Grain Co., 
i is.; Carl Houlton, LaBudde Feed & 
Milwaukee, Wis.; Ro 
Budde Feed & Grain rm 
Zaske, Millin: 


Frank W. E. en Grain Co., 
ton, Wis.; G. G. Kioser, Linseed Meal Educational 
Committee, Wis. 

Public Library, Milwaukee, 
McKercher Milling Co., 
Revie Wi 


M. E. Marquardt, 424 Caswell Block, Milwau- 
& Feed 


Beaver Dam. Wis.; Mrs. I. K. M 
. Melcher, Melcher Lumber Co., 


Trumpy. Milwaukee, Wis.; 


Wis.; 


Hugo Damm, Badger Grain & Feed Co., Mil- 
; E. aker, Baker & Peck, 
ville, Wis.; H. Wisc Banner Mill & F. 


Colby, Banner Mill & 


Milwaukee, Was ; John A. Becker, Wm. A 
; Miss Eleanor Bell, Tin Feed 


Co., Wis; ‘Wm. 
ES Bennett & Co., 
ag: h, Wis.; Mrs. R. W 
=" Blatchford Calf Meal Co. 

. E. Brobst, Brobst & Son, Mondovi, 
Bidick, Brooks Millin 


ayr, Beaver Dam, 
W. Biel, Wie: 


neau, Wis; ; Mrs. George Illi 
Maclver, Milwaukee Journal, 
Minnesota Feed Co., Minne- 
Holstein, Mohr-Holstein, 


Wis.; Charles G. venson, Monroe Roller 


, Minneapolis, Minn.; W. 
oe. Commission Co., Mi 
Burke & Hanmann Millin 
Wis.; Uebele, Burlington 


Morton Salt Co., 
P. en amara, Morton Salt 


‘Wis: 


George J. ‘Cahill, & Co., 


Don Mihills, National Food Co., Fond du Lac, 
Nebraska Consolidated 


iss Margaret Fleck, 


Bollow. ‘Cedarburg Supply Co. 
Chase, Chase Lumber & Fuel Co. 


rie, Wis. J. Colman, 624 Hearst ‘Bldg., Chit 
Commander Milling Co., 


. Milwaukee, Wis.; ; Mi 
Nebraska Consolidated Mills Co., Milwaukee, Wis. ; 
Gust. Neitmann, Sullivan, Wis.; 
Northern Milling Co., 
Huhn, Watertown, 
Milling Co., Wausau, Charles 
Co., Wausau, Wis.; L 


Nolte, Nolte & Havemann, Osh 

Mrs. A. E. Olson, Nelsonville, Wie A, 
Nelsonville, Charles W. Sc 
Exch., Wis.; 


E. Pantzer, Pantzer 


ber 
- Cable, Penick & Ford Sales a ros 


W. Penick & Furd 
Co., Coe Rapids, I 


H. C. Accola, Prairie du Sac Feed 


Wausau, Wis.; ‘Mrs. 


Operative Exchange, Cedar Wis.: 
mate Refining Co., Milwaukee, 


Dal Iton, Co-Operative N Mana 


Goeltzer, Corn Prod 


er & Farmer, Chica 


Ratzlow, 
Halsor, DeForest Elev. 
Sickert, Deutsch & Sickert Co., 
Herman Deutsch, Deutsch & Sickert Co., 


. Co., DeForest, Wis.; O 
Milwaukee, Wis.; 


Donahue-Stratton 
Wis.; Mrs. J. W 


ton Farmers’ Warehouse 
rs. M. Evans, Milwaukee, 


K. Crossman, Fall Small Fer Ex- 


Utech, Random a Co-Op. Co., 
dom Lake, Wis.; A. J. Burmisch, Random ree. 
M. G. Rankin & Co., Milwaukee, Wis.: 


Kaeing, Reeseville Son Co., 


mes Vint, ‘Farmers’ 


nion Grove, Wis.; 


Davis Mill Co., 4 Wis.; 
mann, Galesvilie, J. F. Ri 


p. Elevator Co., 
- Meyer, Fenn & Meyer, 
iege, Riege 
uigley, Russell-Miller 


Wis.; John oe. Schultz & Orwin Co., 
Roscoe Smith, Monticello, Wis. 
ternert, Mill- 


Fenn, Tenn & Wis.; ‘Elon, 


Moll, Franke Grain Co., 
Win ; E. H. Break Flour & Feed, 
Monroe, No. 4; C. F. S 
.» Milwaukee, Wis.; F. Kern, S 
erry, John U. Strat- 


. Teske, Mailing Co., Wis.; 
Ww. Schaefer, Milling Co., 
Wolf, Two Rivers Eauity Ex- 


is. 
Broux, Valders Elevator Co., 


it H. Bates, Washburn Crosby Co., 
kee, Wis.; C. M. 


Waterford, "Wis.; Ww. ‘J. 
Cc . Exchan e, West Bend, Wis.; A. L. bg mer 


The Feed Bag, Wie. 


Grain Deslers’ Nat'l. 


one 
L. Bil Milling Co., Milwaukee, 
Halpin, of Wisconsin, 


‘o-Op. 
acob Hetzel, Hetzel Milling Co. 
Hetzel, 
H. A. Black Wis.; 
Hustler Produce Co., H 


Roy Hestck Herrick Feed Co. 
. Hull, Markesan, Wis.; a M. 


Hamm, Ee Ridge Lumber Co., 
. Jaeger, Ixonia Farm Pre 
Co., Ixonia, Wis.; Miss Cora Krueger, Ixonia, Wis.; 
. Krueger, Ixonia, Wis.; 
Farm Co., Ixonia, Wi 


it. 
Kamm Co., Wis. ; 
L. J. Keefe, Chamber of C Mil 
is.; “ Tey H. H. King Flour Mills, Fond 
L. ws Kleckner 
. E. Koziczkowski, 
erst Junction, 
Junction 
Midas Miul! Co., Minneapolis, 
er, Al. Klinker & Son, New Lisbo 
Krakow, Krakow Bros. Mill & Feed ay 


ville, Wis.; n 


Co., 
, Waterford Mills, 


ustler, Wis — fest Bend Farmers’ 


Minn.; L. 
feld, Washburn Crosby Co., Milwaukee, Wis.; 
F. ._ Woodland Lumber & Grain Co., 
pear, Wyocena Farmers’ 
Wyocene, Wis.; 


Ficher. Wisconsin 


Wis.; Wm. C. 


Farm Bureau, 


NEW RICHMOND ROLLER 
MILLS CO., New Richmond, Wis., 
is building a new 25,000 bushel ware- 
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R. G. WELLS CO., Askeaton, Wis.. 
is improving their clevator and 
strengthening the floors. 


TEWELES & BRANDEIS, Saw- 
yer, Wis., are changing to electric 
power in their elevator. 


THE MARSHFIELD MILLING 
CO., Marshfield, Wis., has installed a 
new attrition mill. 


I. K. MAYR, Beaver Dam, Wis., 
has installed a mixing machine and a 
new Sprout-Waldron 24-in. grinder. 


BRUCE VAN GORDON, Black 
River Falls, Wis., has bought the prop- 
erty of the Farmers’ Home Elevator 
Co. 


Hadden Co. Installs New 
Grain Ticker 


One of the newest devices in the 
grain market has been installed by the 
Hadden Grain Co., located on the 
ground floor of the Chamber of Com- 
merce building, Milwaukee. It is a 
Trans-Lux grain ticker and is the first 


New Grain Ticker 


one of its kind to be used in the city. 

Chicago grain quotations are flashed 
on an illuminated tape, and customers 
may sit before the machine and ob- 
serve the trend of prices. 

A complete statistical and market in- 
formation bureau is maintained by the 
Hadden Co. Carl H. Baumann, an ex- 
pert grain market writer, is in charge. 

Offices of the company were recent- 
ly moved to larger quarters on the 
ground floor of the Chamber of Com- 
merce building, because of increased 
business. 

“Ed” Hadden, president of the com- 
pany, started in the grain business in 
- 1882, as assistant to the Chamber of 
Commerce door tender, and has been 
identified with the Milwaukee grain 
trade since. He occupied the present 
quarters about thirty years ago. Then 
he moved to an upper floor, but is now 
back in the old home again. 


Page Twenty-nine 


i 
Wis.; P. H. ee 
cago, Ill. 
cago, Ill. 
Co., Min 
Co-op. 
L Athens, Wis 
: 
W 
Wis.; M. W. 
Co., Casco, : 
led Co., Bur- 
or- 
Mil- 
Wis.; 
burg, 
Ill; 
we 
18.; riem, tate ept. of Agriculture, 
Madison, Wis.; Ralph Guth a 
ke| 
A 
Milwau- 
ull vials : 
q 
‘ 
Wis. 
house. 
é 


Boost The Feed Bag To Firms You Do Business With 


===" \ THE DADMUN COMPANY 


WHITEWATER, WISCONSIN 


Ooo 


OOOO! 


00 00 
oo oo 
SQUARE DEAL Poultry, 
Dairy and Hog Feeds— 
| are good reliable honest feeds— 5° 
DADMUNS g oo 
always uniform—and made to 
| SQUARE) oo 
DEAL! produce results. 
| Why don’t you write for samples and 
| prices on our complete line. 
OO 
5 50 
oo 


Buy 
PURITAN BRAND 


The Genuine Live Reef 


CRUSHED OYSTER SHELL FOR POULTRY 
Packed in new 100 lb. burlap bags. 


CHICK, MEDIUM and COARSE Grades 


Quality and Service Unsurpassed 


All Goods Guaranteed 


The Crushed Oyster Shell Company 


BILOXI, MISS. 


YOUR TRADE WILL LIKE 


MINCO KREAMO 


OIL MEAL Sweet Dairy Feed 
30% Protein 16144% Protein 


Straight or Mixed Cars--Quick Shipment 


WE HANDLE ALL KINDS OF MILL FEEDS— 
CORN AND OATS 


Write for Samples and Prices 


MINNESOTA FEED COMPANY 


at MILWAUKEE 
Phone CHAMBER OF 
MINNEAPOLIS, MINNESOTA 10 
OLIS, Broadway COMMERCE 
JOIN OUR GANG OF SATISFIED FEED DEALERS 642 iedacae thai 


RE-ELECT DIRECTORS 

The board of directors and managers 
of the Halstad Elevator Co., Inc., Hal- 
stad, Minn., were re-elected and a 
stockholders’ dividend of 8 per cent, 
and a patronage dividend of $9,000 
was declared at a recent stockholders’ 
meeting here. The re-elected board of 
managers are Sam Hoiland, president; 
Cunor Steenerson, vice-president; A. 
O. Ueland, secretary; H. P. Nygaard, 
treasurer. The directors are: K. J. 
Skavdahl, O. K. Olson, Peter Oien, 
Oscar Viker, Oscar Carlson, and Os- 
car Olson. George Rognlie, manager, 
and Charles E. Thelander, assistant 
manager, were retained for another 
year. 


THE LEVERICH CO., Rugby, N. 
D., plan to rebuild their elevator which 
was destroyed by fire. The new build- 
ing will be built at a cost of approxi- 
mately $16,000 and will be completely 
modern in every respect. 


E. H. STICHEL, secretary and 
treasurer of Spencer Kellogg & Sons, 
Inc., Buffalo, manufacturers of linseed 
oil and flax meal, died after a_ brief 
illness. 


P. A. LEE, secretary of the Farm- 
ers’ and Grain Dealers’ Association, of 
Grand Forks, N. D., motored to Min- 
neapolis on business. 


BUILT FOR 5 
Custom Grinding 
- Milwaukee Mill - 
a Grinds Anything A 
Lowest Upkeep 
Easily Installed = 
MILWAUKEE MILL 
s & PULVERIZER CO. = 
BOX 1002 
Milwaukee, Wisconsin 


WHEN TRADING IN 


GRAIN FUTURES 


Ghe 


HADOEN GRAIN CO. 


MILWAUKEE 
Serves the Best 


44 YEARS IN THE 
GRAIN TRADE 


| 
4 
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L. TEWELES SEED CO., Mil- 
waukee, has let the contract to the 
Fraser Co., for the erection and equip- 


ment of a 7-story elevator addition, 
70x100x98 ft. 


JEROME B. RICE SEED CO., is 
erecting a new warehouse at Fairview, 
Mont. Wilbur Brotherton, Bozeman, 
will be in charge. 


HUGO TEWELES, ci the L. Tew- 
eles Seed Co., Milwaukee, was elected 
as a director of the Farm Seed Asso- 
ciation of North America at the an- 
nual meeting held in Detroit, Mich. 
Mr. Teweles has been engaged in the 
seed business in Milwaukee for over 
40 years. 


Throw some Pearl 
Grit to your poultry 
flock and see how 
fast they pick it up. 
Your birds know what they 
need and if you give it to them 
your profits will be larger. 


Pearl Grit Is Almost 

Ail Lime 

0° Hens need lots of lime to 
¥ make eggs. Growing chicks 
%, and young fowls must have 
| it if they are to grow and be 
/,¢ healthy. Feed Pearl Grit and 
e° see the difference. 

8 Peari Grit is a Good 

‘ Grinder 

% Pearl Grit is made with sharp 
“8 grinding edges which helpthe 
0 a get the most from its 
§ feed. It does what a smooth 

| pebblecannot do in the grind- 

% ing of the feed in the fowl’s 
Pig gizzard. 

Send Your Dealers Name 
°° and 10c for Sample 

I THE OHIO MARBLE CO. 

‘0 — Ash Street PIQUA, OHIO 
Return this Coupon 

8 Enclosed is 10c for Trial Sample 


Q 
SEND IOCENTS FOR SAMPLE 


This advertisement is being read by 
more than four and a half million 
armers. Stock Pearl Grit and get 
the benefit. 


The Feed Bag Is Your Paper, Help It By Boosting 


OO 
DEALERS! 
Now is the time 

to stock the . 
complete 


KEIPPER LINE OF 
POULTRY SUPPLIES. 


00000 
00000 


Kipper Cooping Co. 
63 Second Street 
The New By-Pass Keipper Coal Brooder MILWAUKEE, WISCONSIN 


SO0000000000 


Fire Prevention Service 


@ Indemnity in various forms can be purchased almost any- 
where but fire prevention service is not necessarily included. 
The man with a going business knows that a fire loss is going 
to cost him over and above his insurance money. These 
consequential losses come out of his own pocket. 


@ Mutual Insurance includes fire prevention service. It is for 
the careful man who would avoid the losses incident to a fire 
and who wishes his insurance cost predicated on that basis. 


J. J. FITZGERALD, 
Secretary-Treasurer 
810 Guaranty Building 


i INDIANAPOLIS, INDIANA OMAHA, NEBRASKA 


2A HOUR SERVICE 
ON MIXED CARS 


We Carry the Stock 


MILL FEEDS, FLOUR, OIL MEAL, GLUTEN, COTTON 
SEED MEAL, HOMINY, CORN, OATS, OYSTER SHELLS, 
GRIT. In fact, everything in the feed line. 


POULTRY FEEDS, DAIRY FEEDS 
‘RED OAK DAIRY 20% 
RAPIDS DAIRY 16% 


We ship C, M. & St. P., C. & N. W. and Green Bay & Western 
.WRITE OR WIRE FOR PRICES. 


MCKERCHER MILLING CO. 


WISCONSIN RAPIDS, WISCONSIN 
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C. R. McCOTTER, 
Western Mgr. and Asst. Secy. 
300 Keeline Building 
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Boost The Feed loll To Firms You Do Business With 


DRIED BUTTERMILK | 


DRY SKIM MILK 


100 Ib. Paper Lined Sacks | 
Paper Lined Barrels 


COD LIVER OIL—COD LIVER MEAL | 


FEED FORMULAS 
FEED PLANT EQUIPMENT 


FEED SYSTEM ENGINEERING : 


110 S. DEARBORN ST. jij 
CHICAGO, ILL. i 


Queen Wheat Feed 


is NOT a manufactured 
feed but a Pure Wheat 
offal and consists of mill- 
run Low Grade Flour, 


— WHEAT FEED Red Dog Middlings and 
Wheat Low Grade Flour, Red Dog, Middlings 
CRUDE B ran. 


CRUDE FAT - - 
CRUDE FIBRE - - 83% a 


ST. PAUL, MINN. —— 


—- Office 315 Corn Exchange 
MINNEAPOLIS, MINN A» 


Can furnish QUEEN in straight 
or mixed cars with CHERO- 
KEE PURE BRAN and CHE- 
ROKEE MIDDLINGS. 


We sell direct to dealers. Exclusive sale is given to one dealer in eaeh town. 


TO INSURE SUCCESS 


HANDLE 


BADGER BRAND 
Seeds 


SEED CORN 


»—_ THE LARGEST SELLER IN WISCONSIN <——« 


L. TEWELES SEED CO. 


MILWAUKEE WISCONSIN 
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Customers Remember Quick 
Emergency Service 


HE city dweller who has a 

[ dozen or so hens in the back 

yard to eat up the table scraps 
and lay an egg or two a day, considers 
his hen food problem in the same light 
that he considers his own food prob- 
lem. He doesn’t buy in large quanti- 
ties and if he hasn’t anything in the 
house for breakfast he sends to the 
nearby grocery store to buy something 
to stave off the hunger until he has 
time to devote to a more careful se- 
lection of what to eat the other two 
meals of the day. 

So with his chickens, he never no- 
tices his depleted stock of chicken feed 
until the sack is empty and then he 
frantically calls the feed dealer and 
wants a quarter’s worth or a dollar’s 
worth sent up so he can feed the chick- 
ens at breakfast time. 

This is the observation of T. E. Hub- 
bell, proprietor of a hay, grain and 
feed store in Boulder, Colo., where al- 
most the population back- 
yard chicken pens. Many is the tele- 
phone call he has received from fran- 
tic chicken fanciers wanting feed de- 
livered before breakfast. “I gave them 
the last I had for supper and I’ve got 
to have feed right away,” is the com- 
mon plaint. 

But when you are in business serv- 
ing the public all these little rush ord- 
ers are good will builders. Many is 
the time, however, when the smallness 
of the order and the urgent need of it 
reduces the profit on the transaction 
to less than nothing. And these urgent 
orders come by telephone, which, he 
declares is one of the most valuable 
accessories to his business. 

Fortunately all chicken owners are 
not the same way, and still more for- 
tunately the majority order supplies in 
large quantities when they do order, 
but if the feed dealer has the reputa- 
tion of making quick deliveries, the 
customer is most likely to remember 
him in emergency cases and_ the 
prompt handling of emergency cases 
assures holding the customer’s future 
business. 


THE OSBORNE HAY CO,, 
Oshkosh, Wis., has installed a Jay Bee 
grinding mill. 


A. E. NELSON has purchased the 
elevator at Nye, Wis., from the Osce- 
ola Mill & Elevator Co., Osceola, Wis. 


L. M. COTE, of Minneapolis, is su- 
perintendent for the Gargill Grain 
Co., Milwaukee. The firm recently 
bought the C. M. & St. P. elevator. 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


MACHINERY FOR SALE 


For Sale Cheap one 24 inch single head 
Sprout Waldron attrition mill, one 714 h. p. 
Peerless single phase motor, one 30 b. p. single 
phase motor, one Bison corn crusher. Write 
ag VAN GORDEN & SON, Alma Center, 

is. 


GOOD RESULTS OBTAINED 
“T amall sold out on the wood now, so please 
discontinue the ad."”. A. L. PETERS, Grand 
arsh, Wis. 


BATCH MIXER FOR SALE 


500 Ib. capacity, run by power. About 2 
h. p. belt drive, fast and loose pulley. Good 
construction. First check for $90.00 takes it. 
Write WESTERN SUPPLY CO., Tomah, Wis. 


Mention The Feed Bag When Writing Advertisers 


American Mineral Feeds 


“GuIS will be a year for quality feeds, the increased 
volume of our business is proving it. 
Satisfied trade is the kind that builds business. 


The feeders in your territory !ook to you asa dealer that will 
select for them the best feeds, the feeds that will make them the 
most profits from feeding, and your future business depends on 


what feeds you sell to them, select the AMERICAN MINERAL 
FEED LINE, and prosper. 


AMERICAN MINERAL CO., Monroe, Wisconsin 


O 

oO 
00 
00 
oo 
00 
00 


MARVEL FLOUR MILL 


FOR SALE: Machinery for 50 bbl. Marve! 
Flour Mill in fine condition at a_ sacrifice. 
Write C. O., c/o THE FEED BAG, 86 East 
Michigan Street, Milwaukee, Wis. 


FEED GRINDER FOR SALE 


For Sale: One 24" Diamond Huller Feed 
Grinder, single head, pulley 12" x 12", belt 
driven, o. H-213—$50.00 St. Paul. Write 
CAPITAL FLOUR MILLS, INC., 315 Corn 
Exchange, Minneapolis. 


SALESMAN WANTED 


MANUFACTURER of well known line, high 
quality mixed feeds has opening for first class 
man in Pittsburgh district and western 
Pennsylvania; must be experienced; good op- 
portunity for right man; give full information 
in first letter. Write L. M.C. c/o THE FEED 
gg 86 Kast Michigan Street, Milwaukee, 

is. 


Wuen 1n MINNEAPOLIS 
STAY AT 


The 
New Nicollet 
Hotel 


COTTON SEED MEAL 


NUT AND PEA SIZE CAKE 
ALL GRADES 


Quoting spot and 
future shipments. If 
you are not getting 
our quotations we are 
both losing. Send 
name for market let- 
ters. 


Registered in All States 


MARIANNA SALES CO. 
MEMPHIS, TENN. 


Quality and Service Guaranteed 


OPPOSITE TOURIST BUREAU 
ON WASHINGTON AVENUE 
The Northwest's Finest Hotel 


600 ROOMS WITH BATH 
OR CONNECTING 


Every room an outside room 


Largest and Finest Ballroom in the 
Northwest 


59 Rooms 
68 Rooms 
84 Reoms 
257 Rooms 
41 Rooms 
38 Rooms 


Suites and Special Rooms at 
$6.00 to $9.00 


MAIN DINING ROOM 
COFFEE SHOP 


Three Blocks from Both Depots. 
Retail Center and Wholesale Toame. 


W. B. CLARK, Manager 


R. L. HERRICK M. H. HERRICK 


HERRICK FEED COMPANY, INC. 


WHOLESALE 


Grain and Feed Shippers 


HARVARD, ILLINOIS 
PHONES 135 AND 118 
SING A SONG OF MILL FEED 
OR ANY KIND OF GRAIN— 


BUY THEM ALL OF HERRICK FEED. 
AND WATCH YOUR PROFITS GAIN. 


100% FOR THE DEALERS 


R. L. HERRICK, Jr. J. M. HERRICK 
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Every Member Get A Member, That’s Our Slogan 


ALLIS-CHALMERS 


Attrition Mills 
Grind Any Feed 


WRITE FOR BULLETIN 1229 


Allis-Chalmers Mfg. Co. 
MILWAUKEE, WIS. 


She Feed Sag 


has a larger circulation and carries 
more paid advertising each issue than 
any other feed paper published. We 
are pleased to have prospective ad- 
vertisers investigate reader interest in 
The Feed Bag. It is unchallanged as 


‘*The Dealers’ Paper of the Feed 
Industry’’. 


ake 


++ ++ 
+¢ When you handle ++ 
Darling’s Meat ++ 
$7 Scraps, Tankage i 
=. 
and Bone Meal +t 
ou are handling thebest $f 
“4 
2, =| it doesn’t cost you one 
op MANUFACTURED BY ol 
cent more than the other 
State Distributors 
Freep ling G@ Company 
e+ & GRAIN CO. Union Stock Yards ++ 
t+ MILWAUKEE Chicago 
ee 
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Cottonseed Meal Demand 
Increasing, Report 


With the wide distribution of the 
small stocks of cottonseed meal and the 
increased consumption the old crop 
supplies are expected to be used up 
before new crop tonnage is available 
for shipment, according to a report is- 
sued by the Marianna Sales Co., Mem- 
phis, Tenn. 

An increase in the shipment of meal 
is noted in the figures contained in the 
report. Total shipments during the 
past year and up until July 1, 1927, 
were 2,841,334 tons as compared to 
2,367,440 tons the previous year. 

Uncrushed cottonseed on hand at 
the mills on June 30 this year was 101,- 
391 tons, while last season there were 
40,357 tons. Less cottonseed meal was 
on hand this year than last, and the 
amount available this season as com- 
pared to the last is also considerably 
lower. 

Mills in the extreme southwest Tex- 
as offered new crop tonnage, and with 
continued favorable weather, increased 
new crop offerings were expected. 
However, production will likely be far 
below actual requirements for August 
and September delivery. 


THE FARMERS’ FEED & SUP- 
PLY CO., Griswold, Ia., have added 
a new grinder to their equipment. 


CEREAL GRADING 
COMPANY 


GRAIN MERCHANTS 


Orders for corn, oats, rye, 
barley, milling or feed wheats 
promptly filled. Try our re- 
cleaned 37 pound No. 3 white 
oats. They will please your 
trade. 


Operating Elevator 
MINNEAPOLIS, MINN. 


CHARCOAL 
COD LIVER OIL 


Dadmun- LaBudde 
Company 
NORTH MILWAUKEE 


| 
i 
COLONIAL BUTTER SALTY 
PEARL GRIT 
4 | Bag Lots -- Ton Lots 
‘ 
| i 


KURT HUEBNER, dealer in lum- 
ber, grain, coal and radio supplies at 
Cato, Wis., filed a petition in bank- 
ruptcy. Liabilities are given as $26,- 
214.00, and assets, $44,950.00. 


THE FARMERS’ ELEVATOR 
CO., Arcola, Wis., has bought the 
Twiford elevator. They will operate 
it as an emergency elevator, to take 
care of any excess feed and coal busi- 


ness that the Arcola plant cannot 
handle. 


the management of the Northern Mill- 
ing Co. elevator at Clintonville, Wis. 
Mr. LaViolette is a pioneer in the feed 
business and is well known in_ the 


S. A. LaVIOLETTE has taken over 


New Low Prices 
Are booming the sales of 


Perfection 
Dog Food 


Dealers in every territory are mak- 
ing quick turnover and good profits 
through the increased sales of Per- 
fection Dog Food. 


There’s nothing better at any price 
for Dog and Puppy Feeding than Per- 
fection. It’s wholesome, nutritious and 
well balanced—All Cooked and Ready to 
Feed—An Ideal Food for Summer Feed- 
ing. 


Special Offer To New Dealers 


We will supply Special Introductory Set- 
Up, including one hundred pounds of 
Perfection Dog Food in the popular five 
and ten-pound sizes, attractive Display 
Signs, Wall Hangers, a Liberal Supply 
of FREE Samples, Mailing Stuffers and 
other advertising material—everything 
necessary to make the most attractive 
window display in your locality. The 
entire cost to the dealer will be $6.00— 
which is less than regular wholesale price 
of the food—and billing will be made on 
a 30-day open account. 


It’s to the advantage of every Feed 
Dealer to carry a full line of Perfection 
Dog Food. 


MANUFACTURED AND 
Distriputep By 


PERFECTION FOODS CO. 


Dept.17. BATTLE CREEK, MICHIGAN 


Sold at competitive prices 


| | Contains strong Gluten, produces 
a large white loaf which retains 
i moisture and uniform in texture. 


| Can be shipped in mixed cars 


Get our prices before buying 


proud of it. 


Brokers for 
CLINTON CORN GLUTEN and 
CORN OIL CAKE MEAL 
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WISCONSIN’S MOST MODERN MILL 


NEW RICHMOND, WISCONSIN 
MIXED CARS ARE OUR SPECIALTY 


Compliments to the Central 
Retail Feed Association 


At the close of your first year you 
have aremarkably strong organiza- 
tion, and you are entitled to be 


.EVERY SACK has a MONEY BACK GUARANTEE | 
Unexcellied for the family trade 


our second annual convention 
was the best and most successful that 
we have ever attended. 


We congratulate you for your splen- 
did example of co-operation in the 
feed industry, and we wish you con- 
tinued growth and success. 


Operating 


C. & N. W. RAILWAY ELEVATORS 


AT MILWAUKEE 


NEW RICHMOND ROLLER MILLS CO. ' 


DONAHUE-STRATTON COMPANY 


MILWAUKEE 
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THE CITIZENS’ 
PAN 


FEED COM- 
MANUFACTURERS & 
DEALERS’ INC., has been formed at 
Frankfort, Ind. The capital is $20,000. 
The incorporators are Carl W. Sims, 
Leslie T. Conarroe, Alexander S. 
Corey and Wm. Gambel. 


THE OLD FEED and flour house 
the Northline Elevator, Hudson 
Prairie, Wis., was destroyed by fire. 


of 


LINDEN LUMBER CO., Linden, 
Wis., has added a new shed to be used 
for storing feed. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 


502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“Stand by Stan’”’ 


Consign Your Grain To 


We offer Two-Market Service 
Between Milwaukee and Chicago 


No-Milk Calf Food 


LEADER FOR 43 YEARS<-@ 


National Food Company 
FOND DU LAC, wIS. 


BAGS BURLAP OR COTTON BAGS 


Sellers and Buyers of 
BAGS OF ALL KINDS 


NATIONAL BAG MFG. CO. 
725-729 Washington Ave. S., 
MINNEAPOLIS, MINN. 


WRITE FOR QUOTATIONS 


Maney Brothers Mill & Elevator Co. 
Mixed Cars Shipped Immediately 
GROUND FEED 
Sacked Grain—Mill Feed 
1808-11 Minnehaha Ave. MINNEAPOLIS, MINN. 


Dealers Entertained By 
Ralston-Purina 
Many Pennsylvania feed dealers 


attended the convention held by the 
Ralston-Purina Co., at Buffalo, July 
2€ and 29, and were entertained. Lloyd 
Hedrick, head of the Buffalo plant, 
was host. Business sessions were 
held at the Hotel Statler, on the morn- 
ing of the first of the two days’ con- 
vention. Following an afternoon trip 
to Niagara Falls, they were guests 
at a banquet in the Hotel Statler. A 
playlet showing the various branches 
of dairying, featured the entertainment 
program. 

The visitors were shown through 
the mill and elevator of the Ralston- 
Purina plant on the morning of the 
second day of their visit, while the af- 
ternoon was spent in taking part in 
the city-wide welcome extended to 
Col. Charles A. Lindbergh. 

Albert S. Schindler, St. Louis, sales 
manager of the company, conducted 
the business sessions and directed the 
social activities. Assisting him were 
Leslie D. Mason, sales manager for 
Ohio and Pennsylvania; G. M. Phil- 
pot, promotion manager, St. Louis, 
and G. A. Brandon, head of the dairy- 
ing department, St. Louis. 


DEMONSTRATE MILL 

The Milwaukee Mill was demon- 
strated to many persons and met with 
approval, at the second ainual conven- 
tion of the Central Retail Feed Asso- 
ciation which was held at Milwaukee, 
July 12 and 13, according to officials 
of the Milwaukee Mill and Pulverizer 
Co., Milwaukee, Wis. 


E. J. KOPPELKAM 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Member Chamber of Commerce 


Corno HyGrade Oat Feed 
Corno Feeding Oatmeal 
Corno Rolled Oats 


also Reground, Unground and Fine 
Ground Hulls 


Three Minute Cereals Co. 


Cedar Rapids, Iowa 


North American Seed Co. 
Wholesale 


Field and Grass Seed 
Reed and Florida Sts. 
MILWAUKEE, WISCONSIN 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


The easiest way to uniformly 

feed Cod Liver Oil and Yeast 

to Poultry is through the New 

Product called LAY-EGG. 
Write For Proposition 


THE LAY-EGG COMPANY 
MILWAUKEE, WIS. 


DAIRY ALFALFA HAY 
FOR SALE 


Write or wire for delivered prices. 
Grades and weights guaranteed. 
ALBERT MILLER & CO. 
192 NO. CLARK ST., CHICAGO, ILL. 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mothers Best Flour 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 


34 CHAMBER OF COMMERCE 
MINNEAPOLIS, MINN. 


‘Mailing Lists 


Will help ou increase sales 


Storage 


MILWAUKEE (bu 


Excellent Feed Storage Facilities. 


Negotiable Warehouse Receipts Issued. 
ASK US FOR OUR LOW STORAGE RATES. 


reen seed Company 


Storage 


WISCONSIN 
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M. G.. 

RANKIN 
& COMPANY 
GRAIN and FEED 


CHAMBER OF COMMERCE 


MILWAUKEE 


oo0000 


Established 1880 


PAINE, WEBBER 
& COMPANY 


Members 
NEW YORK STOCK 
EXCH E 
CHICAGO STOCK 
EXCHANGE 
BOSTON STOCK 
EXCHANGE 
DETROIT STOCK 
EXCHANG 
NEW YORK COTTON 
CHICAGO BOARD 
OF TRADE 
94-100 MICHIGAN ST. 
Telephone Broadway 8700 


MILWAUKEE 
E. J. Furlong, Resident Partner 


00000000000 000000000000000000000000 
oi ‘There never was a Gluten Feed = 
O oo 
made better than 
O 
O oO 
oOo 
OO 

Cream of Corn 

oo 

oo 


JO000 


| Gluten 


—It contains all of the rich- 
ness and cream of the corn. 


—Costs no more and sells 


more readily. 


—We are booking a limited 


amount for Au 


gust shipment. 


LABUDDE FEED & GRAIN CoO. 


MILWAUKEE, 


00 
00 
00 
oo 
00 
00 


000 


WISCONSIN 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


expands with 
Printed messages 
They are profitable 
ADTKE ORTSCH 
BROS. CO. 


1894 
PRINTERS 


LITHOGRAPHERS 
BINDERS 


344-346 MILWAUKEE STREET 


MILWAUK 
1076 Wisconsin® 


PHONE 
Broapway 


yOSEPH’> 


100 LBS. NET 


MIXED FEED 
SCREENINGS 


MANUFACTURED FOR 


LS. JOSEPH CO. Inc. 
MINNEAPOLIS 
MINN. US 


D GUARANTEED ANALYSIS % 


Inerediens Low Ga ran wil? 
cleaned Wheat not excending mil 


@ Wehandle all kinds 
of feed and offer the 
best possible service to 
the retail feed dealer. 
Write for our quota- 
tions and let us keep 
you posted on the 
Minneapolis market. 


I. S. JOSEP 


Minneapolis, Minnesota 


H CO., Inc. 
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The feed Bag 


“The Dealers’ Paper™ 


Vol. 3. No. 8. Aveust, 1927 
DAVID KNOX STEENBERGH 
Managing Editor 


Published the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
dealer publication in the field. Subscription 
price—$2.00 per year. 

Changes in advertising copy may be sub- 
mitted up to the 15th of the month preceding 
date of issue. Last closing date, the 25th. 
For advertising rates, etc., address The Feed 
Bag, 86 East Michigan street, -Milwaukee. 

The Feed Bag is official publication of the 
Central Retail Feed Association and circulates 
monthly to practically every responsible retail 
feed and allied products dealer in the East and 
Central Northwest including all members of the 
Eastern Federation of Feed Merchants. 


Copyright, 1927, Editorial Service Co.,Inc. 


When you want 


| 

LINSEED 
MEAL 


Come To Us 


Our Minnehaha 30G 
Linseed Meal and Flax 
Screenings is the highest 
quality that can be made. 
Your customers will pre- 
fer it. 


Our Bingo 30% Linseed 
Meal and Flax Screen- 
ings Oil Feed carries the 
same analysis as Minne- 
haha but sells at a much 
lower price. It contains 
a smaller percentage of 
of pure linseed meal than 
Minnehaha. 


We have what you want. Ask 
for samples and delivered 
prices. 


STUHR - SEIDL 
COMPANY 


CHAMBER OF COMMERCE 


MINNEAPOLIS 
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GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 
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Sickert 


400-402 Chamber of Commerce 


C O 1M p a Nn VY MILWAUKEE, WISCONSIN 


REPRESENTATIVES OF 

A. E. STALEY MFG. CO. 
Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal .. . 18% Protein 


Staley’s Perfect Protein Feed 33% Protein 
Straight and Mixed Cars 


Climax Ground Grain Screenings 
15% Protein, 8% Fat, 4% Fibre 


Rex Pure Flax Screenings Ground 
15% Protein, 8% Fat, 14% Fibre 


Get our CORN and OAT 
Prices Use the Phone—Call 


Feeds of all kinds also Hay— BROADWAY 
Alfalfa Hay a Specialty 1 67 4 
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Profitable 


ek [~ ¢ I For the Dea] 


CTO 164% CTO 164% 
Sweet Dairy Feed © at Sweet Dairy Feed 
is high in Quality, yet — n volu It 


sells by the ton rather 
than by the bag. Acto 
Dealers say, ‘‘We can 


low in price. This 
combination insures 
profit in feeding dairy 


cows. The QUAL- [*etalcbhi/all s tell that our customers 
ITY gets results---the PAP FIBER are satisfied by the in- 


LOW PRICE makes creasing volume of 
~ ASS 


it pay. business.” 


L FFICIENCY is the keynote of our plant op- 
__4 eration. It has been through careful plan- 
ning and rigid economy in running our mill that 
we have been successful in maintaining a 
standard of higher QUALITY Feeds at a price 
insuring a profit for both the dealer and the 
feeder. 


MANUFACTURED BY 


LADISH MILLING CO. 


MILWAUKEE 
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Convention Delegates Never Debate 


the QUALITY of 


FLOUR 


‘THE HIGHEST PRICED FLOUR IN AMERICA 


AND WORTH ALL IT COSTS" 


King Midas—Easy To Sell 


|.—King Midas Flour has un- 


equaled merchandising value. Its 
well-known high quality and uni- 
versal popularity make the account 
an unquestionable asset. King 


Midas Flour is a leader in Wis- 


consin today. 


2.—King Midas prices are 
maintained consistently reason- 
able in accordance with King Midas 
quality. This enables the dealer 
to satisfy his customers with re- 
spect to selling prices as well as 
quality and performance. 


CO. 


MINNEAPOLIS, MINN. 
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